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INSURANCE Co. 
oF AMERICA 


A GOOD AGENCY COMPANY 


FIRE AUTOMOBILE TORNADO 
OCEAN MARINE TOURIST EXPLOSION 
INLAND MARINE SPRINKLER LEAKAGE EARTHQUAKE 
RIOT AND CIVIL COMMOTION AIRCRAFT PROPERTY DAMAGE 


Incorporated in New York State 1891, Capital $5,000,000 


Total Assets Jan. 1,1929 . $24,214,423 
Liabilities, including Capital 16,478,915 
Net Surplus. ; ? 7,735 508 
Surplus to Policyholders . 12,735,508 


HEAD OFFICE AND EASTERN DEPARTMENT: 
150 WILLIAM STREET, NEW YORK CITY 


Western Dept. Southern Dept. Pacific Coast Dept. Marine Dept. Cuban Dept. 


Law & Hamiiton, Mgrs. S. Y. Tupper, Mgr. H. R. Burke, Mgr. John E. Hoffman, Mgr. Trust Co. of Cuba 
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A RELIANCE AGENCY 


Connection Means 


—a direct agency contract, assuring more sub- 
stantial first year and renewal commissions. 
—participating, non-participating and guaran- 
teed dividend insurance with an adequate range 
of contract forms. 
—the Perfect Protection Policy which assures 
less sales resistance, lower lapse ratio and 25% 
to 40% more sales than is the case with the 
average life insurance policy. 
—the new Juvenile Policy which is now meeting 
enthusiastic public acceptance from coast to 
coast. 
—office facilities and furnishings provided in 
the Branch Office without cost. 
—greater opportunities for self-development in 
this fast growing organization. 
—prospect-finding service and newspaper ad- 
vertising. 
—prestige, as a representative of this strong, 
progressive institution which is the first to place 
$400,000,000 of ordinary life insurance in force 
in 25 years without consolidation or reinsurance. 

And what's more, it means PROSPERITY 
to hundreds of Reliance underwriters nation- 
wide. 

“Sell Perfect Protection and you'll sell MORE 
life insurance.” 

Profitable agency connections are open to 
men who can furnish satisfactory references. 
All communications strictly confidential. 


RELIANCE LIFE 
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Mail This Coupon Today 


An Illustration of the 
Perfect Protection Policy 





$ 50.00 weekly if disabledyby 
accident. 


$ 50.00 every week for 52 
weeks if disabled by sickness, 


$600.00 per year in addition if 
totally and permanently disabled 


by accident or sickness. No more 
premiums to pay and no deduc- 
tions from the amount of life insur- 
ance due your family. 


$ 5,000 cash to you at age 
65, or 


f 
$ 5,000 cash or a substantial 
monthly income in the event of 
natural death. 


$15,000 cash or $10,000 cash 
and a substantial monthly income 
in event of accidental death. 








Issued In Larger Or 
Smaller Amounts 


Reliance Life Insurance Company 
Farmers Bank Bldg. 
Pittsburgh, Pa. 


Gentlemen: Without any obligation, furnishjme complete details on the Reliance Agency Contract. 
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Has the Local Agent a Future? 


A Discussion of the Factors Affecting, Favorably and 
Unfavorably, the Status of the Agent and What 


He Must Do to Improve It 


By W. R. Prescott 


General Agent, Hartford Fire Insurance Company 


6“ AS the local agent a future?” is 

H a question that I feel I can answer 

very sincerely by saying, “Yes!” 

and I believe the same response can be un- 

hesitatingly made by the vast majority of stock 
company executives and by the public. 

In saying this I am not unmindful of a 
good many conditions which hamper and in- 
terfere with the orderly conduct of the agents’ 
business. All of you no doubt have in mind 
some problem of the business which you would 
like to see properly solved. I could refer to 
a good many myself, but they would take 
me far afield and perhaps beyond my power 
of vision. If my remarks are to be helpful 
or worth anything they must be confided to 
one or two problems which are fundamental 
and of real economic significance. They must 
not be unduly lengthened by discussing super- 
ficial things which like a boil is a mere mani- 
festation of some other trouble, and no relief 
is permanent either in medicine or economics 
which ignores the cause. I do not mean by 
this that there is in our business any rainbow 
of promise that all the things that adversely 
affect local agents can be cured, nor have the 
companies any such rainbow of hope, but im- 
provements with respect to some of our prob- 
lems can be made through better understanding 


—From an address before the Georgia Local Agents 
Association at White Sulphur, May 23. 
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and mutual confidence on part of agents, com- 
panies and public, aud if my remarks in any 
small way should serve that end I shall be 
very happy. 

Intelligent understanding of the varied con- 
ditions under which our business is voluntarily 
conducted or required by law is what we all 
need and with that as a foundation we can 
build securely and with confidence. The great 
bulk of local agents and company officials are 
instinctively fair-minded; likewise the public, 
and when they see the whole picture eye to 
eye with each other the amelioration of some 
of the ills that affect all can be secured by 
degrees. 


A Working Understanding 


Some one asked General Foch after the 
World War how it happened that in co-ordin- 
ating the power of the allies he had avoided 
friction with the generals of other nations 
in the orders he gave. He answered that he 
did not have to give orders; that he called 
conferences and that after the facts of a situa- 
tion were agreed upon, the group intelligence 
was such that the orders were a mere detail 
which flowed from a proper understanding. 
General Foch stated that it was understanding 
that won the war, not orders. I think I can 
almost hear some of you say, “That’s exactly 


what we want.” I hear company executives 


say it all the time, but General Foch had to 
deal with a dozen highly trained military ex- 
perts. The companies must consider the needs 
of the public at large and the views of 
thousands of local agents of varying minds 
and moods, also the activities of a large number 
of non-affiliated companies, and a complete un- 
derstanding of all the conditions and difficulties 
of this intricate business cannot, in the nature 
of things, ever be brought about. But as to 
the large majority of agents and companies 
who have a conscientious regard for their 
responsibilities, a working understanding ought 
to be gradually arrived at where we can be 
more mutually helpful even if we cannot get 
ideal conditions. 

I am sure all of us want stable and pros- 
perous conditions, less harassing problems 
which worry us so much and produce restless- 
ness. As I said before, I cannot cover in a 
talk of this sort all of the things which are 
annoying, but we can address ourselves to 
one fundamental evil which, if only partially 
cured, will automatically relieve us of a lot 
of others. I shall, therefore, select for dis- 
cussion what I conceive to be the most mis- 
chievous fundamental evil which afflicts all 
alike. I refer to radicalism, and to the unfair 
competition which largely flows from it. Com- 
petition is the agents’ worst nightmare, but 

(Continued on page 22) 
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ELL the truth and shame the devil is all 

very well under some circumstances. Under 
others strict adherence to this admirable virtue 
simply amounts to an offense against good taste 
and shames only such relatives as must feel 
responsible for one’s lack of manners. When 
the plain, unvarnished truth carries maximum 
benefits along with its sting, however, then it 
not only is justifiable but downright essential. 
Such a case is noted in an editorial printed in 
the Buffalo Evening News—an article, by the 
way, which constituted one of the finest sales 
talks for life insurance I have ever read. 


*x* * * 


OME of the terse, penetrating statements 
were as follows: The ordinary middle-class 
American can’t save money. Whether his in- 
come is large or small, he lives up to it and 
ends the year as poor as he began. The in- 
stallment plan is his salvation because it enables 
him to buy something useful and expensive 
with the money that otherwise would be spent 
for trifles. His only hope of having anything 
is to burden himself with debt and then work 
his way out. But the buying of a home, a 
car, a radio and an electric refrigerator, how- 
ever commendable, will not provide a living 
for his wife and children when his buying 
days are over. 
* * + 
JYOLLOWING this attention holding intro- 
duction the author scores with three 
paragraphs of real strong medicine, as follows: 
His one and only chance to accumulate an 
estate that will feed and clothe his family is 
to buy life insurance. The buying of life in- 
surance is simply the buying of an estate on 
the installment plan. The tragedy of insurance 
is that a man hasn’t sense enough to appreciate 
and understand it until he is too old to get 
it at a low rate. 
*x* * * 


HE aarticle also makes the point that many 

young people avoid the responsibilities of 
insurance for fear of being unable to continue 
the payments and in consequence, losing what 
they have already paid. The editorial serves to 
dispel this idea by explaining that insurance 
doesn’t work that way. 

* * * 


HAT was doubtless intended to be a 

reassuring statement concerning the com- 
parative safety of aviation recently appeared 
in the daily press but I, for one, must admit 
the opposite reaction. The headlines claimed 
that one is only seventy-five times more likely 
to be killed while riding in an airplane as in 
an automobile. Glancing back through several 
narrow escapes experienced since the horse 
and buggy left us I shudder to think what 
might be left of myself had the hazards been 
multiplied by seventy-five. 
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66 REAT Crowds Cheer King on Ride to 
London Palace.” That’s the headline 
I saw in one of the nation’s great newspapers 
this week. It struck me, as I read, that here 
indeed was “the boast of heraldry, the pomp of 
power” awaiting alike the “inevitable hour.” A 
monarch is smitten by an almost fatal illness. 
His subjects stand in prayer before the gates 
of his palace and the peoples of other lands fol- 
low the history of his gallant battle for life 
with a kind of morbid, yet friendly interest. 
He recovers—and begins a triumphal return to 
the capitol city of his country, riding through 
miles of festooned highway between living walls 
of cheering subjects. And all for what? 
Btn 


HE pageant must of necessity reverse itself 

in the not far distant future. There will 
be the age-old tale of a gun caisson, a. draped 
flag, a nation in mourning, muffled drums and 
the slow pacing of a riderless charger. Almost 
as if to intensify the nearness of that contrast. 
the Trooping of the Colors was held in honor 
of the king’s birthday last week—a ceremony 
unequaled for brilliance and made always mem- 
orable by the machine-like evolutions of the 
Horse Guards and the Household Cavalry. 
Perhaps in the swing from the scintillating 
procession of life to the no-less-glorious 
pageant of death lies the future of the peoples 
of the world. To me there is a kind of awful 
solemnity in the spectacle of a king returning 
to his throne with the shadow of his own pass- 
ing fallen across its purple trappings. 

x * Ox 


T may be that some of you who read will 

conclude that I personally (not that you 
care) follow the teaching of the Greeks to 
the end that life and death are one and so why 
struggle? It may be that you see me reasoning 
as did that Athenian who, when asked why he 
did not kill himself since he taught that life 
and death were the same, replied that to do so 
would be folly because no change would be in- 
volved. If you do, you are wrong. Regardless 
of belief or disbelief in these things, it seems 
to me to be needful to “carry on.” It is like 
playing any sport against a superior strength. 
One does not calmly sit down and assert that 
there is no use in beginning. One girds one’s 
loins and plunges in regardless of the defeat in 
sight and plays the game to the best of one’s 
ability. There is a noblesse oblige about this 
game of living which demands that the attack 
be made even though the storming columns be 
hurled back again and again. 

* ok x 


i ere sacrifice made in this way might easily 

be called man's highest privilege. Only to 
man it is given to summon the strength to go 
on in the face of hopeless odds, fighting will- 
ingly—even gladly—against a foe which reason 
tells him will eventually beat him down. 





HE Hartford Courant for Sunday, June 30, 
contained a brilliantly edited special finan- 
cial section devoted to a survey of Connecti- 
cut industries and the activities of their securi- 
ties in the stock market. Insurance, of course, 
was a highly featured subject in the review. 
Many of the articles are of absorbing interest 
to insurance men generally, for apart from their 
significance from an investor’s point of view, 
new trends in the financial operations of the 
companies are clearly set forth in graphic dis- 
play. 


* * * 


A* most people are aware, insurance com- 
panies in late years have shown a decided 
inclination to invest their resources in pre- 
ferred and common stocks rather than in bonds 
and mortgages. A. E. Magnell, financial editor 
of the Courant, in an article discussing this 
transition, gives the statistical history of some 
of the Hartford companies’ investments. Be- 
cause of the desirability of liquid assets, fire 
insurance companies have shown a more pro- 
nounced disposition to invest in stocks than 
have the other clasess of carriers. In the last 
three years the Hartford Fire has increased 
its stock holdings 69 per cent; Phoenix, 42 per 
cent; Aftna Fire, 82.6 per cent; National, 102 
per cent; Rossia, 163 per cent and Automobile, 
374 per cent. 
*x* * x 


T is amusing, sometimes to note how finan- 

cial reviews ignore, or gloss over the under- 
writing angle of the insurance business when 
commenting upon the attractiveness of insur- 
ance stocks as investments. I find that the 
Courant, however, was brave enough to come 
right out and say “conflagration” yes, and even 
mention San Francisco, Baltimore and Chicago. 
Also, it appears that underwriting developments 
affect the market prices of stocks from month 
to month, although not always intelligently. 
The favorable fire loss record for the first five 
months of 1929 as computed by the New York 
Journal of Commerce was significantly reflected 
in the prices of insurance shares. The Courant 
editor points out that the semi-annual state- 
ments released by the companies stimulate the 
insurance share market, although the informa- 
tion is really too meagre on which to predicate 
earnings. As he wisely remarks, large increases 
in surplus are construed as evidence of profitable 
operation without taking into consideration the 
reserve factor. Reduced premiums, for one 
thing, frequently contribute to a fine showing 
as regards the surplus item whereas a desirable 
increase in business would have the opposite ef- 
fect. 

x * * 


— from the amazing accretion in 
insurance stock values, every day is Inde- 
pendence Day for Hartford citizens. 
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Life Managers to Handle Their 
Own Problems 

HE organization of the Life Man- 

agers’ Association of Greater New 
York must be hailed as one of the most 
progressive actions taken by the Life 
Underwriters’ Association of Greater 
New York in a year of unusual ac- 
complishment. The executive committee 
of the Underwriters’ Association, under 
the leadership of Gustav C. Wuerth, saw 
the need for an organization which might 
deal with problems peculiar to managers 
and general agents and a committee was 
appointed to work out a plan of organiza- 
tion. Julian S. Myrick was made chair- 
man of that committee and following the 
successful consummation of its task he 
was elected first president. 

The aims of the new association, as 
stated in the constitution, are to bring 
about a better understanding and fellow- 
ship among the general agents, managers 
and agency directors in Greater New 
York and to settle in an harmonious man- 
ner all problems which may arise. Also 
to maintain high standards of business 
ethics with especial regard to rebating, 
twisting, proselytizing of agents and mis- 
leading comparisons. 

It is confidently expected that the asso- 
ciation will be able to iron out and amica- 
bly settle the majority of such cases as 
were formerly made subject of litigation 
and issues before the insurance depart- 
ment. The fact that the best minds of 
the insurance business are included on the 
various committees named to arbitrate 


“Tue SPECTATOR 
duly 4, 1929 


questions of dispute augurs well for the 
success of the new association and for 
higher standards of insurance business 
conduct in New York. 

A satisfactory, smooth working Life 
Managers’ Association in New York may 
serve another useful purpose—that of 
encouraging the formation of a national 
organization along similar lines and with 
like purposes. Such an association would 
fill a real need, one not adequately cared 
for under existing arrangements, and it is 
to be hoped that the New York associa- 
tion, with its splendid representation, may 
be the nucleus around which the national 
association may be built. 





Taxicabs and Insurance 
HEN New York Police Commis- 
sioner Grover Whalen says what 

New York city needs is smaller and 
cheaper taxicabs, we take it for granted 
he knows what he is talking about. He 
is, or should be, a traffic expert. Also 
he should know considerable about taxi- 
cab transportation in Manhattan. We 
think he does and are rather inclined to 
agree with him. 

The insurance problem connected 
with the smaller and less expensive taxi- 
cabs should not be an insurmountable ob- 
stacle and he should not allow this to 
stand in the way of his better judgment 
of what is best for the hack-riding 
population of the city. At a recent hear- 
ing before the commissioner, a represent- 
ative of a large casualty insurance com- 
pany testified that his company would 
not issue insurance to low rate cabs be- 
cause the low rate would bring about an 
increase in accidents owing to the greater 
strain and hurry imposed upon drivers 
trying to earn their livelihood. 

While this objection is worthy of con- 
sideration if the current rate scale is to 
he maintained, the insurance department 
would doubtless agree to an increase in 
the scale of rates which would provide 
for this extra contingency. Commissioner 
Whalen could also well assist in this re- 
gard by more rigid supervision over care- 
less drivers. 





Better Than Normal Growth 
NSURANCE, along with practically 
every other major line of business, 

has just completed a half-year of un- 
paralleled prosperity. While complete 
data are not yet available, it is confidently 





— 
o 


predicted that production records in all 
classes of life insurance will be totalled 
far above any ever written before. This 
better than normal growth should, and no 
doubt will be, continued throughout the 
year. It is perfectly fitting that insur- 
ance should keep pace with prosperous 
conditions in the general run of the 
country’s industries. As long as the sal- 
ary and wage earners of the land are in 
a position to buy more insurance with a 
fair assurance of being able to support 
it, it is the agent’s responsibility to sell it 
to them. If unprecedented success had 
not crowned the efforts put forth by the 
insurance fraternity during the past six 
months, then certainly something would 
have been radically wrong. Just as cer- 
tain is the fact that there will continue 
to be more fertile fields to be worked 
during the next six months and every 
agent should determine to uphold the 
high standard of production established. 





Lo, The Poor Agent! 

LWAYS a keen commentator on 

underwriting and agency problems, 
the insurance editor of the New York 
Journal of Commerce, essaying to read 
the horoscope of the fire insurance agent 
during the next two or three years, finds 
himself forced to assume, more or less, 
the role of a prophet of gloom. 

The loss of business to mutuals and 
the tendency of large concerns to avail 
themselves of the protection afforded by 
general reporting covers and _ inland 
marine policies are mentioned as im- 
portant contributing factors in the de- 
crease of agents’ premiums. Also, it is 
pointed out that each new day sees the 
announcement of mergers or the organi- 
zation of holding companies to take over 
the control of a number of power com- 
panies, food manufacturers, tobacco dis- 
tributors, or other classes of concerns— 
combinations which frequently choose to 
become self insurers and reduce their 
purchases of stock insurance to excess 
covers. 

That these are serious obstacles in the 
path of the local agent is undeniable; but 
it would be equally untenable to assert 
that they are obstacles which cannot be 
hurdled. The situation, in fact, as the 
Journal of Commerce article hints, may 
serve a useful purpose in that it will re- 
dound to the credit and advantage of 
those agents who are worth their salt and 
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clear the business of the incompetent and 
parasitic type of hanger-on. 

The agents have been the chief factor 
in developing the fire insurance business 
‘in the United States and now that it has 
reached its peak they are not likely to be 
easily superseded. Mutuals have always 
existed and doubtless always will, but 
agents have found the competition they 
offer stimulating rather than destructive. 
The intelligent agent will find in an in- 
evitable retardation of straight fire pre- 
miums a signal for the growth and de- 


velopment of use and occupancy, rent 
and leasehold and other so-called side 
lines which are adaptable to the new eco- 
nomic system. An agent controlling the 
business of a corporation which enters a 
huge merger should be skillful enough to 
swing the combined business his way 
rather than surrender it to a self insur- 
ance scheme. And, above all, does not the 
future hold out for the agent the promise, 
in the possibilities of aviation, a field as 
fertile and productive as automobile in- 
surance, the amazing history of which 


extends back but two decades? 

Great economic changes are sweeping 
this country, a tide too strong, indeed, for 
insurance agents to stem. The wide- 
awake agent will hop aboard the jug- 
gernaut rather than allow it to crush him. 
The American Agency System has sur- 
vived similar periods of transition, and 
it will survive this one, for its main prin- 
ciples are by no means incompatible with 
the large-scale operations of business. 
The reports of its demise have been 
greatly exaggerated. 





First National Life Drops 
Ordinary 


To Concentrate on Industrial 
Insurance—Has $17,000,000 
of Latter in Force 


Improvements Under Pres. 
Dickmann 





American Savings Life Takes Over 
Ordinary Life Contracts Totalling 
Less Than One Million 





The First National Life Insurance Company 
of America, home office St. Louis, Mo., on 
July 1 entered upon its new policy of con- 
fining its activities to the industrial life in- 
surance field. 

On July 1 the Missouri Insurance Depart- 
ment conducted a hearing at the home offices 
of the American Savings Life Insurance Com- 
pany in Kansas City, Mo., on the proposed 
sale of the First National’s ordinary insurance 
business to the Kansas City company. 


At present the First National Life has ap- 
proximately $17,000,000 of industrial insurance 
and only about $750,000 of ordinary insurance. 
Joseph F. Dickmann, president of the First 
National Life and other officers of the com- 
pany are convinced that the best field for its 
operations is in industrial life insurance, for 
the present at least, and for that reason the 
opportunity to dispose of the ordinary business 
to the American Savings Life on favorable 
terms was accepted. 


Since President Dickmann assumed the presi- 
dency of the First National Life in 1928 the 
company has been practicaly reorganized. He 
has built up an almost entirely new agency 
force in charge of an experienced industrial 
insurance man and has weeded out many un- 
desirable risks. More rigid inspection and a 
closer supervision of new business has greatly 
reduced the lapsation and at the same time 
given the company a much better class of 
business. About one-third of the new business 
is from colored risks, a much lower proportion 
than under the former regimes. 
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Nylic Public Service 


Life Insurance is ‘‘public service.” 


It helps individuals to save and insures their life values against loss 
by death or by total and permanent disability. 


to home-owners, to railroads, to owners of city buildings, to public 
utility companies, to the United States government, and to states, 


counties and municipalities. 


Probably no other institution serves our people singly and collectively, 
both as private individuals and as citizens, in so many vital ways. 


qg In order to earn interest on the policy-holders’ savings, it loans money 


ured by the number of people protected, the amount of insurance in 


g A company’s usefulness to the community is, therefore, largely meas- 


force and the amount of its invested assets. 


As of January 1, 1929, the New 


York Life had about 2 Million 


policy-holders Insured for 
over 63/4 Billions. 


Its assets amounted to over 
144 Billion Dollars. 


NEW YORK LIFE INSURANCE 


COMPANY 
51 Madison Avenue, Madison Square 
NEW YORK, N. Y. 
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Union Central Meets at 
Los Angeles 


Six Hundred Agents from 
Forty-five States in Session 
at Annual Convention 


President Clark Greets Force 


Special Train from New York Makes 
Several Stop-Overs on Trip 
Across Continent 








Los ANGELES, CA.iF., July 1—More than 
six hundred agents and their wives assembled 
Monday morning in the ballroom of the Bilt- 
more Hotel for the opening session of the 
Union Central Life Insurance Company’s 
agency convention. In holiday mood, after 
their trip across country from their homes in 
45 other states, they entered convention hall 
bubbling with enthusiasm. 

Four special trains had been required to 
transport them to Los Angeles. One special 
started from New York, one from Chicago, 
one from Cincinnati, and one from Memphis. 
The New York train carried nearly 150 per- 
sons, 90 of them from the agency of Charles 
B. Knight. 

A number of interesting side trips were 
enjoyed by the delegates en route to the con- 
vention. The New York train stopped an 
entire day at Niagara Falls where the delegates 
had ample opportunity to enjoy all the fascin- 
ating features of that territory. 

At Kansas City the four trains met and 
proceeded along the same route stopping at 
various points of interest along the way. 

An entire day was devoted to viewing the 
splendors of the Grand Canyon where delegates 
enjoyed themselves according to their pleasure 
with automobile trips around the rim of the 
Canyon, burro rides, airplane trips and walks. 
In the evening the delegates were entertained 
with dances by the Hopi indians. 

Arriving at Los Angeles Sunday morning 
the conventionites were met by members of the 
Los Angeles agency under the direction of 
Manager Roy H. Heartman and Assistant 
Manager E. A. Kelloway. Special transporta- 
tion had been arranged to take them to the 
Biltmore Hotel where an unusual plan of 
arranging reservations had been worked out. 
Instead of the usual long lines at the room 
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clerks’ desk, room slips were handed individu- 
ally to each delegate as he entered the hotel 
lobby and he found himself comfortably situ- 
ated in his room within a few minutes after 
leaving the train. 

At the close of Monday morning’s session 
a special luncheon was held for wives of agents 
attending the convention. More than one 
hundred ladies attended the luncheon. 

At the same time a banquet was held for 
nearly 100 new men who have entered the 
ranks of the Union Central since the last 
convention at Cincinnati a year and half ago. 
Managers, general agents and million dollar 
producers were also guests at this !uncheon. 
Julian Boehm, veteran member of the Atlanta, 
Ga., agency, known throughout the Union 
Central organization as the master master of 
ceremonies, kept the delegates rocking with 
laughter for more than an hour with his 
clever introductions and comments. 

Monday evening the annual agency banquet 
of the company was held in the Biltmore 
banquet hall. Following this was an elaborate 
entertainment and a dance for the delegates. 

Tuesday afternoon was devoted to seeing the 
sights of Los Angeles. The visitors were 
taken on a tour of Beverly Hills, Hollywood 
and Santa Monica. A special treat had been 
arranged at the Universal studios where the 
delegates had the opportunity to view the 
shooting of a number of scenes. 

The first session of convention was opened 
in the customary manner by Walter T. Tougas 
of the Boston agency, the company’s well- 
known song leader. Following the singing, 
Manager Roy H. Heartman of the Los Angeles 
agency welcomed the delegates to California. 

Heartman introduced President Jesse R. 
Clark, Jr., who is known to the insurance 
fraternity as the youngest president of a large 
life insurance company, being only 44 years 
old. Mr. Clark’s message was an inspiring 
one and was well received by a loyal force 
of fellow workers. 

R. L. Stephenson, manager at San Francisco, 
read a memorial in memory of the general 
agents and officers of the company who had 
died since the last convention. Mentioned in 
the memorial were the names of Richard Rust, 
former secretary of the Union Central; John 
D. Sage, president; A. D. Bonnifield; John 
M. Haynes; J. B. Decker. New general agents 
appointed since the previous convention were 

(Continued on page 35) 





Life Managers of New 
York Organize 


Outgrowth of Underwriters 
Association—Will Handle 
All Specialized Problems 


Julian S. Myrick Is President 








Unethical Business Practices Stamped 
Out Under Plan of New 
Association 





Julian S. Myrick was elected first president 
of the Life Managers Association of Greater 
New York at the organization meeting of that 
body held on Wednesday, June 26. Mr. Myrick 
headed the committee appointed by the Life Un- 
derwriters Association for the purpose of form- 
ing the new association, which is planned to 
be a general clearing house for managerial prob- 
lems. 

The membership of the new association is 
limited to general agents, managers, agency di- 
rectors and superintendents operating under di- 
rect appointments from the home office of any 
legal reserve life insurance company admitted 
to do business in New York. 

Constitution and by-laws adopted show the 
new association to be embarked on a program 
of real constructive effort. Rebating, twisting, 
proselytizing of agents and misleading compari- 
sons are particular problems which will be con- 
trolled and if possible eliminated from the in- 
surance business in New York. Paragraph 2 of 
the constitution declares the object of the or- 
ganization to be “To bring about a better un- 
derstanding and fellowship among general 
agents and managers in New York so that they 
will work together harmoniously for the pur- 
pose of settling problems of mutual interest.” 

Regular meetings will be held quarterly, with 
the exception of the three summer months, and 
special meetings may be called at the discretion 
of the president. The annual meeting and elec- 
tion of officers will be held in January. No 
executive committee will be required as all 
special cases will be handled by standing com- 
mittees or by the president in open meeting. 
Membership in the new organization comes 
from all over Greater New York and its spon- 
sors are enthusiastic about its future. Other 
officers and the standing committees are as fol- 
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The Kansas Life Insurance 
Company 


writing one hundred thousand per month 
three years ago, is now writing a million and 
better per month. This is the result of active 
campaigning, cooperation with the agent on 
the part of the Home Office, and a good clean 
selling representation. We have excellent 
territory open in the following states for the 
suitable man: Kansas, Oklahoma, ‘Texas, 
Arkansas, Iowa, Nebraska and South Dakota 
If you desire to connect with a live, strong, 
modern, conservative institution, apply to 


THE KANSAS LIFE INSURANCE COMPANY 


Topeka 
F. H. Scholle 


Secretary and General Manager 












































52.28% 


of the new business Paid for in The 
Northwestern Mutual Life Insurance Com- 
pany in the year 1928 was upon applica- 
tions of members previously insured in the 
Company. 


Once a Policyholder--- 
Always a Prospect 


THE POLICYHOLDERS’ COMPANY 


The Northwestern Mutual Life Insurance Company 
of Milwaukee, Wisconsin 
W.D. VAN DYKE, President 





Just 
Out— 





A New Line Expectancy Policy 
—One of Our Complete Line! 








A Contract That Meets the Low Cost Demand 








Agents Wanted 
in 36 States 


General 
Agency 
Openings for 
High-class 
Men 
in 
Many Cities 














Provides the Greatest Protection Possible for the 
money invested. 


Particularly designed for the Business Man who ap- 
preciates the economic features. 

Has guaranteed value, automatic premium loan clause 
and all of our regular policy provisions. 

Double Indemnity and Surgical and Dismemberment 
Benefits may be added. 


Issued with either Waiver of Premium or Income 
Disability, or without Disability. 


Convertible to a Life or Endowment form at any time. 


Issued to both men and self- yr era outs women 
and to both standard and sub-standard ri 


Written by the company that gives Home Office co- 
operation. 

Our Full Sample Case of Policies includes, Participat- 
ing policies, Non-Participating policies, Juvenile poli- 
cies, Group insurance, Salary Savings plans, Sub-Stand- 
ard policies and Accident and Health. 


Write today for information about our Agency open- 
ings in your State. 








Assets, 


$14,332,410—45,000 Policyholders 

















CONTINENTAL LIFE 
INSURANCE COMPANY 


St. Louis, Missouri 
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HE MADE $3840. 


alter reading 


IT’S ALL SO EASY— 
when you know how 





He happened across the proofs 
of this book before it was printed. 
It had an intriguing titl—“IT’S 
ALL SO EASY —When You 
Know How.” 


He was a new agent. For two 
months he had been attempting 
to sell insurance—without results. 
He read the proofs carefully, made 
copious notes and tried an experi- 
ment. 


The result is that within the 
last six weeks, by following the 
system faithfully, he has paid for 
$485,000 of new business. His 
commissions have amounted to 
$3,840. He has just said, “Any 
other young man after following 
that little book carefully, could 
do as well as I have done.” 


And that’s the very point. 
There’s no reason why you can’t 
do it. The author of this book, 
C. P. Rogge, has been an insur- 
ance producer for twenty-two 
years. Word for word, step by 
step, the book contains the exact 
process of the man whose produc- 
tions today leads America. 


Why not clip the coupon now— 
you will never be sorry. 


COUPON 


set et en MS rede iiea wea uaea 192 
THE SPECTATOR COMPANY 
243 West 39th Street, New York 
Please send me a copy of IT’S ALL SO 
EASY—when you know how!, for which I agree 
to pay you $1.50 in payment. 
(Quantity prices upon request) 


PN ec are cio asic asta a ald one crane 
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Insurance Gains Nationally 
Distributed 


General Prosperity Reflected in 
Record for First Half of 
the Year 


Large Increase on West Coast 
Data Compiled by Research Bureau 
from Companies Controlling 88 
Per Cent of Business 





The Research Bureau at Hartford, Conn., 
reports that the first part of 1929 continues to 
show gains in insurance sales—the United States 
as a whole recorded a 9 per cent increase. This 
increase was not confined to any particular sec- 
tion but was generally distributed. Every sec- 
tion recorded increased sales; 60 per cent of 
the reporting companies increased their volume 
in this period. The twelve-month period ending 
May 31, 1929, shows that the volume of insur- 
ance’ sold was 7 per cent greater than in the 
preceding year. Every section except the 
South Atlantic States, which shows a slight 
decrease, record increased production. 


New England 

The New England States as a whole showed a 
gain of 8 per cent for May over May, 1928. 
Rhode Island showed the greatest monthly 
increase, 14 per cent. For the first five months 
of 1929 this section increased its production 
6 per cent over the same months in 1928. The 
increase for the twelve-month period ending 
May 31, 1929, was also 6 per cent over the pre- 
ceding year. 


Middle Atlantic 

The Middle Atlantic States during May 
showed an increase of 3 per cent. For the first 
five months this section gained 11 per cent and 
every State showed an increase of at least 10 
per cent. For the twelve-month period every 
State again recorded substantial increases and 
the section as a whole averaged a 10 per cent 
gain. 

East North Central 


The East North Central States increased their 
new business 11 per cent in May over May, 
1928. Every State, except Wisconsin, shared 
this gain. For first five months every State 
showed an increase and the section as a whole 
showed a 13 per cent gain—the largest year- 
to-date increase made by any section. The East 
North Central States with an 11 per cent. gain 
for the twelve-month period ending May 31, 
1929, also led the country for the largest in- 
crease for that period. 


West North Central 

This section was the only one which failed to 
equal the volume produced in May, 1928. Sales 
of life insurance during May fell off 5 per cent. 
For the first five months, and for the twelve- 
month period just ended, this section showed 
a slight increase in sales over the same period 
in the preceding year. 


' v 


South Atlantic 

The South Atlantic States gained 3 per cent 
in May. All but two States shared this increase 
and reported larger sales than in May, 1928. 
This section increased its production 2 per cent 
in the first five months of 1929 over the same 
period in 1928. For the twelve-month period 
just ended the section as a whole fell slightly 
below the production of the preceding twelve 
months. 


East South Central 
The East South Central section recorded a 
monthly increase of 8 per cent over May, 1928. 
Alabama led this section with a monthly in- 
crease of 23 per cent. For the first five months 
of 1929 insurance sales in this section as a 
whole increased 3 per cent. For the twelve- 
month period ending May 31, 1929, the East 
South Central States recorded an increase of 1 
per cent over the preceding twelve-month pe- 
riod. 
West South Central 
The: West South Central States increased 
their volume of new insurance 6 per cent in 
May. Louisiana led this section with a monthly 
gain of 25 per cent over May, 1928. For both 
the year-to-date and the twelve-month period, 
this section increased its production 1 per cent 
over the same period in the preceding year. 


Mountain 

The Mountain States showed an average 
monthly increase of 15 per cent—the largest 
made by any section. The four highest monthly 
increases were made by States in this section— 
the largest being a 55 per cent gain over May, 
1928, made in New Mexico. For the first five 
months of 1929, this section increased its pro- 
duction 11 per cent.and every State shared the 
gain. All States also shared the 8 per cent 
increase of the twelve-month period just ended 
over the preceding twelve months. 


Pacific 

The Pacific States with a monthly gain of 14 
per cent follow closely the Mountain States. 
Oregon led this sertion with a 21 per cent gain 
over May, 1928. During the first five months 
of 1929, the Pacific States increased their pro- 
duction 11 per cent over the same five months in 
1928. The gain for the twelve-month period 
just ended was 7 per cent over the preceding 
twelve months. 


Salary Allotment Contracts 

Salary allotment life insurance has recently 
been acquired by the employees of several firms 
located in various sections of the country, 
through policies issued by the Prudential In- 
surance Company of America. 

They are the Bonne Terre Foundry Com- 
pany, of Bonne Terre, Mo.; Geer Drug Com- 
pany, of Charleston, S. C.; T. E. Harris 
Grocery Co., of Sand Springs, Okla.; Humes 
Music Co., of Columbia, Ga.; Quality Shingle 
Co., Edmonds, Wash., and the Derby Coal 
Company and the Mercer Transfer & Storage 
Company, respectively, of Burlington, Ia. 
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“In This Way We Measure” 


LIFE INSURANCE COMPANY may well 

measure its success by the good it performs 
rather than by great size. Through eighty-six years 
THe Mutua Lire INsuRANCE COMPANY OF NEW 
York, the “first American Company,” has measured 
its success by the scope, manner and degree of its 
service. In such a way it is measuring now as its 
service broadens. 


Issuance of contracts of all standard forms, sub- 
stantial dividends, income settlement provisions, 
Disability and Double Indemnity Benefits, and 
prompt payments and practices for convenience of 
members are embraced in its present service. 


It welcomes as field representatives those who 
know that success is according to the natural law 
of compensation—that the best comes to those who 
give out the best of themselves. 


The Mutual Life Insuranee Company 


of New York 
New York, N. Y. 


GEORGE EK. SARGENT 
2nd Vice-President 


34 Nassau Street 


DAVID F. HOUSTON 
President 


an 
Manager of Agencies 




























Ten Baby Fingers— 


Their chubby! dimpled grasp holds the eager hopes and 
dearest ambitions of devoted parents. No power draws so 
mightily on human heart-strings as the tug of tiny hands. 
No selling argument appeals with half the force of this 
universal tender sentiment. 


The Peoria Life program of children’s insurance is an 
asset of inestimable value to the alert life insurance agent. 
A distinctive feature is that children of any age from birth 
are eligible. Another is the liberal schedule of protection, 
reaching the full face amount of the policy at age five. A 
flexible series of educational endowments provide funds 
for high school and college at the appropriate age, and may 
be paid in monthly installments over the educational period. 
Such policies are popular because they satisfy the longing 
of fathers for a better start in life for their children than 
they themselves enjoyed. The Peoria Life plan provides a 
convenient and certain means of meeting this desire. 





Peoria Life agents appreciate the children’s insurance 
feature. In itself it makes a substantial increase in their 
normal production. Furthermore, it yields many favorable 
contacts and opens the door to other types of business. It 
is a part of Peoria Life service that produces prosperous 
and successful agents. 








Peoria Life Insurance Co. 


Peoria, Illinois 
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Do You Contemplate 
Making a Change? 


If you do you will want the best value 
obtainable to offer your prospects. Our 
new Universal Policy is a winner. Nine 
Policies in One. We believe it to be the 
most liberal and easiest sold policy form 
on the market today. 


Pays face of policy, plus all accumula- 
tions on Endowment or Limited Pay 
forms in case of death before maturity. 
No medical examination or loss of basic 
rate if changed back to Whole Life form. 


A profitable contract is available to men 
capable of appointing agents and manag- 
ing a territory. For further information 
address 


ADDRESS AGENCY DEPARTMENT 





A mutual legal reserve company 


Home Office: Des Moines, Iowa 
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Writing Casualty Insurance 
Fidelity and Surety Bonds 
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FEW GROUCHY MEN 


SELL MUCH INSURANCE / 


SHEE ALOT eri / 


Conducts Survey Gn Dis- 
ability Provisons 


Superintendent Conway Sends 
Questionnaire to All Com- 
panies Concerned 


To Hold Public Hearing 


No Action To Be Taken By New 
York Department Until After 
Commissioners Convention 








Superintendent of Insurance Albert Conway 
has submitted a questionnaire to all authorized 
insurance companies of New York under date 
of June 29 requesting information and sugges- 
tions regarding the proposed standard provi- 
sions for total and permanent disability benefits 
in connection with life policies. 

In a communication accompanying the ques- 
tionnaire Superintendent Conway reviews the 
history of the proposed change in definitions 
as follows: 


Re: Proposed Standard Provisions 
for Total and Permanent Disability 
Benefits in Connection With 
Life Policies 

On February 24, 1928, the New York Insur- 
ance Department held a public hearing on the 
above subject. At that time it was decided 
to appoint a committee of five company actua- 
ries to give further consideration to the various 
questions. In his circular letter of March 19, 
1928, Hon. James A. Beha, then Superintendent 
of Insurance, notified the actuaries of their 
apointment. The letter follows: 

“I have received a report from the special 
committee of company actuaries, dated April 
23, 1929. I understand that printed copies 
of this report have been forwarded to all state 
insurance departments and to all life insurance 
companies in the United States. The report 
is a joint report of the special committee of 
company actuaries and of the special com- 
mittee of department actuaries. The latter 
committee was appointed at the December, 
1928, meeting of the National Convention of 
Insurance Commissioners. 

“The proposed standard provisions have been 
placed on the agenda for the meeting of the 
National Convention of Insurance Commis- 
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Life lnsurance Com 


pany of Fort WAUIa 


/nd has afield organ: 


LINCCIN: LIFE UNDERWRITERS 2247 of happy, 


sioners to be held in Toronto, Canada, on 
September 18, 1929. 

“I wish to obtain as much information as 
possible on this subject prior to the above 
meeting and to be prepared to discuss the 
matter fully at that time. I, of course, do 
not contemplate making any ruling on the above 
subject until after the Insurance Commissioners 
have acted upon the joint report of the two 
special committees at their meeting next Sep- 
tember. 

“In order to give representatives of each 
authorized life company an opportunity to 
submit their views, I ‘have decided to hold a 
public hearing in the New York office of this 
Department, 111. John street, New York City, 
at ten o'clock Wednesday morning, September 
4, 1929.” ALBERT Conway, 

Superintendent of Insurance. 








A TOWER OF STRENGTH 


INSURANCE IN FORCE 


TWO BILLION DOLLARS 


ES sere hs $488,958,000 
Surplus 54,439,000 
Total Liabilities . 434,519,000 


oeeeeeee 


Interest on policy pro- 
ceeds, profits, etc., left 
with the Company. 


FIVE AND ONE HALF PER CENT 


Total investments in United 
States securities exceed 
$231,000,000 


Dividends to Policyholders increased 
for ninth successive year. 


SUN LIFE ASSURANCE 
COMPANY OF CANADA 




















successhul mens “s 
“There 's a reason-Just ask us 





(Name of Life Insurance Company) 

(See New York Insurance Department’s cir- 
cular letter of June 29, 1929, to all authorized 
life insurance companies, Re: Proposed Stand- 
ard Provisions for Total and Permanent Disa- 
bility Benefits in Connection with Life Policies.) 


Notre: Please give reasons in connection 
with your answer to each question. If 
necessary, attach a memorandum containing a 
statement of your views. 

(1) Do you favor the proposed standard 
provisions as a whole? 

(2) Do you favor any change in the proposed 
standard definition of total disability? 

(3) In particular, do you favor amending 
the proposed definition of. total disability so 
as to provide that the insured will be regarded 
as totally disabled when, by reason of sickness 
or accident, his earned income is reduced to 
25% (or smaller percentage) of what he earned 
prior to his sickness or accident? 

(4) (a) Do you favor a permissive pro- 
rating clause? (b) If so, would you suggest 
any changes in proposed standard provision 15 
(e)? 

(5) (a) Do you favor a compulsory pro- 
rating clause? (b) If so, what form* would 
you suggest? 

(6) Do you favor amending any of the 
other proposed standard provisions? 

(7) Do you favor omitting entirely any of 
the proposed standard provisions ? 

(8) Do you favor any standard provisions in 
addition to those proposed by the two special 
committees ? 


E. P. Melson to Join New 
Organization 
Will Become General Manager of 
National Defense Life Insurance 
Company in September 

It has been learned that E. P. Melson, former 
president of the Continental Life Insurance 
Company at St. Louis will go to Washington, 
D. C., in September to become general manager 
of the new National Defense Life Insurance 
Company. Rear Admiral R. E. Coontz, a na- 
tive of Hannibal, Mo., is to be president of the 
new insurance company. 

Mr. Melson, prior to becoming head of the 
Continental Life Insurance, was president of 
the Missouri State Life Insurance Company, 
also of St. Louis. 
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| soa has it that a certain great ruler in Hindustan 
was stricken with a sickness supposed to be fatal. 
But by some miraculous turn of fortune, the ruler was 
spared his life, and in his gratitude, he decided to give a 
large sum to the poor of his kingdom. He possessed a 
magnificent elephant whose size was the marvel of all 
who saw it, and he issued orders that a sum of silver, equal 
in weight to that of the elephant, should be distributed. 


But how was the elephant to be weighed? The most 
skilled carpenters were unable to construct a balance strong 
enough to support the weight of the elephant. The wisest 
men in the kingdom were called into conference, but they 
were unable to solve the puzzling question. Just when it 
began to appear that the problem was unsolvable, an old 
sailor was ushered before the ruler with the information 
that he could weigh the -lephant. 


With the promise of a large reward, the sailor set to 
work, He secured a large and sturdy barge and had a plat- 
form built upon it. After much persuasion, the elephant 
was induced to walk out upon the barge. This caused the 
barge to sink fer down into the water, and the sailor 
marked the level all the way around. The elephant was 
then led off, and silver was heaped upon the barge until it 
sank to the same level. When this occurred, the sailor 
of course had the elephant’s weight in silver. 


HOW TO WEIGH AN ELEPHANT— 


We of the Life Insurance Business also have an elephant 
to weigh. This famous elephant is much talked about, its 
weight is conceded to be enormous, but little is actually 
known about it. The name of this elephant is “Public 
Opinion.” 


Public Opinion quite often turns out to be a “white 
elephant.” But for those who can properly weigh it, Pub- 
lic Opinion is frequently worth its weight in gold. On a 
basis of satisfied customers and repeat orders, public opin- 
ion weighs in noticeably heavier each year on the Union 
Central scales. 





Customers Who Come Back Because of Greater 
Satisfaction Every Year 


Per cent ef annual new business written in the Union Cen- 
tral on old policyholders 


| SO Eee Ee ret ee 44% 
MMUENTS 5:6. W'a'e\e'6/0'0i6 Sru'lsi 0 0154/04 o)8-'5 01 5s)6 esha aISlere aE OS 43% 
MMMM Tes ta1e;'s 108 si = Giel 45:00 010 bileis S.caoa ein bese ss gineie re 42% 
MEE 9 06! <:4'Gi0i0eieisvo onic sae 4 He eau w hes SEM SataR Bree 39% 
PIN e 6 inic 6 SoM bie re sine. 5:h wos ola ea. arn wane ecis wae eee ews 38% 


Revivals and additions are not included in the above figures 











THE UNION CENTRAL LIFE INSURANCE COMPANY 


FOUNDED 1867 








CINCINNATI, OHIO 





JESSE R. CLARK, JR., Pres. 





























ONDITIONS change. Entirely 
new policies are needed as years ! 
pass to fit new insurance requirements. 


Issuance of new policies is therefore 
a measure of a company’s desire to 
keep pace with new conditions as they 
arise. 


Our new policies are demonstrating 
their value now in increased business 
and in the enthusiasm of our agents. 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


111 North Broad Street 
Philadelphia, Pa. 













































“Joe Jenks is a dandy golfer. He’s developed an approach that 
lays the ball right up to the pin.” 

“Yes, but his golf approach is no better than the one Reliance 
Life Perfect Protection gives him every day.” 
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Thirty-Five Million Group 
Policy Written by Equitable 





Montgomery Ward and Company 
Add Three Million to Contract 
in Force Since July, 1912 

Ten thousand employees of the Consolidation 
Coal Company and seven subsidiary organiza- 
tions located throughout the coal mining 
district of the East, will receive group life 
insurance protection through a $35,000,000 
program underwritten by the Equitable Life 
Assurance Society of the United States. 

In addition to the death benefit included in 
this large contract, provision has _ also 
been made for the payment of stipulated sums 
to employees who are totally disabled for a 
temporary period as a result of illness or 
accident. One outstanding advantage of this 
protection is that no medical examination is 
required. The cost of the insurance to the 
individual employee is extremely low, since 
the employing company has agreed to pay a 
substantial part of the premium. By special 
arrangement with the Equitable, the parent 
company has made it possible for the local 
managers of the company to pay claims through 
the company’s headquarters, thus saving con- 
siderable time. The popularity of the plan 
is evidenced by the fact that over 95 per cent 
of the employees applied for the insurance 
in less than three weeks after the first offer 
was made. 

Montgomery Ward and Company of Chicago 
celebrated the seventeenth anniversary of the 
historic group policy which it holds with the 
Equitable by adding about three million dollars 
more insurance to the ten million already in 
force. The original policy was issued on July 
1, 1912, by the Equitable Life, and was one 
of the first contracts executed. The placing 
of this large contract was widely commented 
on at the time and is now regarded as one 
of progress of this branch of insurance. 





A HAPPY CHOICE 


In considering a life insurance career, 
one may be somewhat in doubt as to 
which company to choose. As a man 
looks carefully over the life insurance 
field, he sees a number of institutions 
with which any agent might feel proud 
to be associated, but we do not believe 
that he can find a company more 
worthy of his confidence and esteem 
than the 


Massachusetts Mutual 
Life Insurance Company 
Springfield, Massachusetts 
Organized 1851 


More Than a Billion and Three-Quar- 


ters of Insurance in Force 
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Scranton- Pittsburgh, Pa 








General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


rights. 


Confidential communication invited from those 
with clean records and with ability to handle 


such an agency. 


Address 


Exclusive, care of THE SPECTATOR 





Lincoln National Life Sales Con- 

vention 

Representatives of The Lincoln National Life 
Insurance Company from the states of Minne- 
sota, Wisconsin, and North Dakota, attended 
what they reported as one of the largest and 
strongest sectional sales meetings ever held in 
their territory, on the twentieth, twenty-first, 
and twenty-second of June, at Radison Inn, 
Christmas Lake, Minnesota. 

Vice-President Walter T. Shepard led a 
delegation of Home Office representatives who 
directed the convention activities. The daily 
sessions of the three-day sales meeting, with 
Mr. Shepard as chairman, were handled by 
Manager of Agencies A. L. Dern, Medical 
Director W. E. Thornton, Superintendent of 
Agencies V. J. Harrold, and Assistant Super- 
intendent of Agencies W. T. Plogsterth. 

This convention at Christmas Lake, which 
was postponed from March to June, concludes 
the series of sectional meetings for 1929 as 
planned by Vice-President Shepard. FEarlier 
in the year a nation-wide convention journey 
was completed with meetings at Philadelphia, 
Cleveland, Amarillo, Los Angeles, and Kansas 
City. 

Wilson Agency To Become Partner- 
ship 

The Equitable Life Assurance Society of 
the United States, New York, announces that 
as of July Ist the Jerome J. Wilson Agency 
will become a partnership to be known as 
Jerome J. Wilson & Company composed of 
Jerome J. Wilson, Horace H. Wilson, and 
Archibald B. Moffatt. 


The agency celebrated the fortieth anniver- 
sary of Jerome J. Wilson’s connection with 
the Equitable last September and has been, 
in all the years of its existence, located on 
42nd street between Fifth and Madison avenues, 
New York. Archibald B. Moffatt has been 
associated with the agency for over 26 years: 
Horace H. Wilson has been associated with 
the agency for over 11 years. 


—BattimorE, July 2.—J. Lindsay Clark & Company 
have been appointed representatives of the Hudson 
Insurance Company, which was licensed last month 
to do business m Maryland. 


National Health Contest 





Chamber of Commerce of United 
States Sponsors Country-Wide 
Movement—Prizes To 
Be Awarded 


WASHINGTON, July 3.—The inauguration of 
a national health contest, designed to place on 
a comparable and competitive basis community 
effort throughout the country in checking 
economic losses due to disease and premature 
deaths, was announced today by the Chamber 
of Commerce of the United States. It will 
be known as the National Inter-Chamber 
Health Conservation Contest and will be similar 
to the National Fire Waste Contest in which 
more than 650 towns and cities are now en- 
rolled. Local chambers of commerce which 
are members of the National Chamber will 
be eligible to compete for the prizes which 
will be awarded next year for five classes of 
cities arranged according to population. 

The period covered by the contest will be 
from January 1 to December 31, 1929. Awards 
will be based principally upon the organization 
and equipment of local health departiments, 
financial support of health activities, both 
official and voluntary, 








UNQUESTIONABLY 


We have the finest disability contracts 
available today. A full line of non- 
cancellable, non-medical and other at- 
tractive policies. 


Some good territories may be had in 
Michigan, Pennsylvania, Indiana, II- 
linois, Missouri and California. 
Inquiries invited from underwriters 
who know the best. Liberal contracts 
to producers. 


INCOME GUARANTY COMPANY 


Income Building 


SOUTH BEND, INDIANA 





Stock Company, Authorized Capital, $1,000,000 
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WATCHMAN... 











FF to the continent, around the world, to the seaside for 


a week-end or two weeks—no matter where they go, how 
long they stay, the wise agent will appoint himself their invisible 
watchman. With the Personal Effects policies of this Company 
he can protect his patrons, as regards their baggage, against loss or 
damage by reason of all the hazards of travel and transportation, 
against theft and fire—anywhere away from home, all the 
year around, 

Now particularly is the season to concentrate on these policies. 
Progressive agents are today talking with their clients and pros- 
pects, showing them the facts—the records of hotel fire losses, 
the losses and pilferings on railroads and ships, the calculated risk 
of damage in transportation. Our agents marshal the facts and 
then apply them— that’s why they re known as the Invisible 


Watchmen of modern business. 


“[ITVERPOOL, 
wo LONDON 
“ GLOBE, 


Insurance Co up 


Executive Offices: 1 Pershing Square 
Park Ave. at 42nd St,, New York, N. Y. 


Pacific Coast Dept., San Francisco, Calif. 

















NEW YORK SAN FRANCISCO 
MINNEAPOLIS RICHMOND 
LOS ANGELES INDIANAPOLIS 


Marsh & McLennan 


INSURANCE 
Fire _ Liability 


164 W. Jackson Blvd., Chicago 





London Seattle Montreal 
Winnipeg Detroit Duluth 
Pittsburgh Cleveland Buffalo 
Phoenix Columbus Portland 


Marine 


























THE NATIONAL INSTITUTION WITH A WORLD WIDE BACKGROUND 





























THE COURIER BROADCASTS 
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Opportunities of the Season 


COMMONWEALTH’S full coverage, coast to 
coast, Auto contract, appeals to the discrimi- 
nating motorist ; 

STERLING A. & H. Policy for every thought- 
ful man; 

O. L. & T. contract gives peace of mind to 
the householder; while their PLATE GLASS 
coverage, assuring immediate replacements, 
satisfies the most exacting. 


THESE lines are correctly rated and sell easily. 





Commonwealth Casualty Co. 


(OLDEST PHILADELPHIA CASUALTY COMPANY) 
Philadelphia 
W. FREELAND KENDRICK E. W. COOK 


President Vice-Pres. & Gen'l Mer 
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Supt. Conway Reports on 
Rating Organization 
Criticizes Practice of Re-Rating 
Only When Application 
Is Made 





Improvement in Schedule Rating 





Work of the Examination Bureau 
Commended But Superintendent 
Suggests More Frequency 





Albert Conway, New York State Superin- 
tendent of Insurance has recently filed a report 
of examination of the New York City Division 
of the New York Fire Insurance Rating Or- 
ganization. 

The report states that aside from risks rated 
as sprinklered there has been a_ substantial 
improvement in the accuracy of the schedule 
rating computations since the last previous 
examination. The present examination shows 
an indicated percentage of erroneous schedule 
rates of about 7% whereas for the previous 
examination the figure was about 14%. 

While the indicated percentage of erroneous 
rates for risks rated under the sprinklered 
schedule was very large—about 42%—this was 
due largely to the practice of the automatic 
sprinkler department of adopting so-called 
“office rules” affecting the computation of rates 
which were not filed with the Superintendent 
of Insurance as required by law, and rates 
computed in accordance with such unfiled rates 
were counted as erroneous. The examiner 
states that a similar condition was disclosed 
by the last previous examination and recom- 
mends that in the writing of sprinklered risks 
the rating organization be required to conform 
with the law. 

The practice of making reratings only upon 
application was criticized by the examiner be- 
Cause it permits the accumulation of large num- 
bers of outstanding rates computed under 
obsolete rating rules and schedules which are 
entirely out of harmony with the current 
rating rules and schedules. Many of the out- 
standing rates are from fifteen to twenty-five 
years old and were computed under schedules 
long since discontinued and superseded. 

Several pages of the report are devoted to 
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a discussion and criticism of the methods em- 
ployed in computing exposure’ key-rates. 
Numerous defects in the exposure key-rate 
schedules are pointed out, among which are 
the following: 

(a) that while exposure key-rates generally 
increase as rates of exposing buildings increase, 
the contrary is frequently true, namely, that 
increases in rates of exposing buildings cause 
reductions in exposure key-rates. 

(b) that exposure key-rates from buildings 
separated from risk being rated by considera- 
tion intervening space are sometimes higher 
than where the exposing building and risk rated 
are adjoining. 

(c) that variation in exposure key-rates 
sometimes occur merely because of the particu- 
lar schedule upon which a risk is rated. 

The work of the examination bureau which 
was organized for the purpose of examining 
the various policy-issuing offices to ascertain 
whether rules and rates are complied with, is 
discussed at some length. The examiner states 
that while the work of this bureau appears 
to have been well-done, it is doubtful whether 
the examinations are made with sufficient fre- 
quency to insure substantial compliance with 
the rules and rates of the organization. 


Will Continue To Write Farm 
Business 





American of Newark Moves Southern 
Farm Department To Dallas, 
Texas 

The American Insurance Company of New- 
ark, through President C. W. Bailey, has an- 
nounced the removal of the headquarters of 
its Southern Farm Department from Nashville, 
Tenn., to Dallas, Texas. 

Due to the expansion of the American’s 
southern territory it was deemed advisable to 
make this change in order to have a more 
centrally located headquarters for this depart- 
ment so that its agents and policyholders could 
be served promptly. 

With Carl M. Hunt managing the southern 
department it is the intention of the American 
to build up its production in this branch of 
insurance, and in a letter addressed to their 
agents, President Bailey said: “You are in- 
terested to know whether the American will 
continue writing farm business, and we assure 
you that it is not our present intention to 
withdraw from this field as long as there 
remains a reasonable hope of making a profit.” 





Philadelphia Agents-E.U.A. 
Difference Unsettled 





Meeting of Philadelphia Under- 
writers Fails To Adopt 
Conciliatory Amendments 


New Distribution Of Funds 





Amendment Calling for Appointment 
of Referee To Settle Differences 
Deferred 





PHILADELPHIA, June 29.—The hope that the 
differences existing between the Philadelphia 
agents and the Eastern Underwriters Asso- 
ciation would be adjusted before summer suns 
made all long for the seashore, and that the 
new agency agreement would be signed, shriv- 
eled up and died on a hot June day. 

A special meeting of the Philadelphia Asso- 
ciation of Fire Underwriters had been called 
for last week to act on a number of amend- 
ments to the by-laws, amendments which were 
finally to bring an end to the agents-E.U.A. 
squabble, but action failed to materialize and 
the amendment proposals were deferred until 
a call for another special meeting is issued 
by the chair perhaps in the fall. 

However, the meeting did adopt the amend- 
ment calling for a new arrangement in the 
distribution of funds. This calls for every 
company paying $50 for membership with the 
next $200 paid by the companies going for 
cabinet service. An assessment, based on a 
certain percentage, will then be made sufficient 
for expenses. The companies, it is said, will 
pay no more money than they have in the past. 

It is said that last week’s special meeting 
found the association defeating the amendments, 
with the exception of the one mentioned above, 
favored by the companies and postponing action 
on those sponsored by the agents. 

Among those on which action was deferred 
was the amendment on which the hope for an 
early settlement of the agents-E.U.A. differ- 
ences rests—that having to do with the appoint- 
ment of solicitors and the appointments of a 
referee to settle those differences. This amend- 
ment also contains the section which imposes 
fines of $500 for violations of the rules. 
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NOW ISSUED 


SUNDERLIN ON FIRE INSURANCE 


By Charles A. Sunderlin, A. B., LL. B, 
of the Los Angeles Bar 


Secretary and General Counsel of the Insurance Institute of Southern California 


Sunderlin’s Complete Educational Course in Fire Insurance 
Embracing 40 Lectures and a Copious Topical Index 
Can now be obtained bound in 


ONE VOLUME 
at the reduced price of 
$12.50 
Bound in buckram, with stiff cover. 


This affords a great opportunity for those interested 
in fire insurance to obtain 


A VALUABLE, UP-TO-DATE TEXT AND REFERENCE BOOK 
AT A LOW PRICE 


These Lectures deal with the following general subjects: 


1—The Policy Contract—General 
2—Insurable Interest 
3—Public Relations 
4—State Regulation or The Police Power 
5—Cooperation and State Supervision 
o-Insurance 
7—Valued Policies 
8—Professionalizing the Fire Insurance Busi- 
ness 
9—Construction and Operation of the Policy- 
Contract 
10—The Fire Insurance Rate 
11—Fire Insurance Reserve 
12—Agency and Brokerage 
13—Premiums 
14—Fire Prevention 
15—Waiver and Estoppel 
16—Coverage 


17—Misrepresentations 
18—Warranties 

19—Matters Voiding Policy 
20—Matters Suspending Insurance 
21—Chattel Mortgage Clause 


22—Fall of Building Clause 
23—Negligence 
24—Cancellation 
25—Risks and Causes of Losses 
26—Requirements in Case of Loss 
27—Ascertainment and Amount of Loss—Ap- 
praisal 
28—Options of Company in Case of Loss 
29—Apportionment of Loss—Pro Rata Lia- 
bility 
30—Loss—When Payable—Non-Waiver by Ap- 
praisal or Examination 
31—Adjustments 
32—Subrogation 
33—Insurer’s Liability 
34—Mortgagee Interests 
35—Earthquake Clauses 
36—Use and Occupancy—Profits and Com- 
missions—Rents and Leaseholds 


37—Floating, Excess and General Cover Con- 


tracts 
38—Miscellaneous Forms 
39—Endorsements 
40—Reinsurance 


The broad scope ot the Lectures, indicated by the above titles, renders them of incalculable value, as 
both text and reference works, to both men actively engaged in the fire insurance business and those con 
templating entering it. It will be found of genuine service by executives, underwriters, adjusters, general, 
special and local agents; insurance brokers, lawyers and the public. 

In Sunderlin’s Lectures are answers to thousands of practical, every-day fire insurance questions, as 
determined by the courts. The user of these Lectures can fit himself the better for the intelligent handling 


of his business. 


TAKE ADVANTAGE OF THE LOWERED PRICE—DO IT TODAY! 


The 40 Lectures and Index, complete in one volume 
In Buckram binding 


Price, $12.50 


THE SPECTATOR COMPANY 


Sole Selling Agents 


CHICAGO 


NEW YORK 
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Fire, Marine and _ Liability 


Brokers Elect 


Raymond P. Dorland President— 
Directors For One, Two and 
Three Year Terms 
Following the annual meeting of the board 
of directors of the Fire, Marine and Liability 
Brokers’ Association of New York, Inc., 
Berthold M. Harris, secretary, announced the 
election of the following officers for the en- 
suing year: Raymond P. Dorland, president; 
William Schiff, first vice-president; Charles 
L. Bussing, second vice-president; Carlton O. 
Pate, treasurer, and Berthold M. Harris, sec- 
retary. John A. Eckert, Frederick S. Little, 





George P. Nichols, Carlton O. Pate and Louis 
J. Rice were re-elected directors at the annual 
meeting of the association, their terms to be 
of three years duration. 

Due to the death of Mr. Eckert, Robert H. 
Goffe was elected to the directorate and will 
serve until April, 1930. 

The board of directors is now constituted as 
follows: 


Terms to expire 1930.—Raymond P. Dorland 
of Davis, Dorland & Co.; Floyd R. DuBois of 
Frank & DuBois; Robert H. Goffe of Goffe 
& Griswold; W. Douglas Owens of Owens & 
Phillips, Inc.; Charles S. Rosensweig of 
Stephens & Co.; Lyman E. Thayer of Brown, 
Crosby & Co., Inc. 

Terms to expire 1931.—Charles L. Bussing 
of Charles L. Bussing, Inc.; Arthur M. Murray 


17 


of Francis Carr & Co., Inc.; William Schiff 
of Schiff, Terhune & Co., Inc.; Arthur C. 
Smith of Henry E. Wood & Associates, Inc. ; 
John W. Thomas of John W. Thomas, Inc. 

Terms to expire 1932—Frederick S. Little 
of R. C. Rathbone & Son, Inc.; George P. 
Nichols of Gaines, Silvey & Nichols, Inc.; 
Carlton O. Pate of Pate & Robb; Louis J. 
Rice of Hagedorn & Co. 


J. G. Wannamaker, Jr., Special Agent 
for S. C. 

J. G. Wannamaker, Jr., has been appointed 
special agent for South Carolina, to work in 
co-operation with Calder W_ Seibels, also 
special agent, of the Seibels, Bruce & Co. 
office in Columbia, S. C. 


























Tue SPECTATOR 
July 4, 1929 


























Fire Insurance 





18 


Insurance Commissioners 
to Meet at Toronto 


Joint Convention Planned for 
United States and Canadian 
Organizations 





Complete Program Announced 





Sessions Begin September 13 and 
Continue for Seven Days—Rare 
Entertainment Features 





The National Convention of Insurance Com- 
misioners of the United States has accepted 
the invitation of the Prime Minister of On- 
tario, the Canadian Life Insurance Officers As- 
sociation and the Association of Superintendents 
of Insurance of the Provinces of Canada, to 
hold its sixtieth annual convention at the Roya 
York Hotel, Toronto, Canada, on September 
17 to 20 inclusive. This is to be a joint meeting 
of the two associations to follow immediately 
after the Canadian group has concluded its busi- 
ness sessions. 

Complete entertainment features have been 
arranged for by the convention committee. All 
visitors attending either meeting are requested 
to make reservations through Norman Watt, 
secretary of the convention committee, 46 King 
street, West, Toronto. The convention program 
follows: 


TUESDAY, SEPT. 17 


Chairman—Howard P. Dunham, President, 
National Convention of Insurance Commis- 
sioners. 

Vice-Chairman—Arthur E. Fisher, President, 
Association of Superintendents of Insurance of 
the Provinces of Canada. 

Addresses of Welcome—G. Howard Fergu- 
son, Prime Minister of Ontario; W. H. Price, 
attorney-general and Minister in charge of On- 
tario Insurance Department; Samuel McBride, 
mayor of Toronto. 

Responses—Clarence Wysong, first vice-presi- 
dent, National Convention of Insurance Com- 
missioners; H. G. Garrett, vice-president, As- 
sociation of Superintendents of Insurance of the 
Provinces of Canada. 

Presidential Addresses—Howard P. Dunham 
and Arthur E. Fisher. 

AFTERNOON—Sight-seeing trip around Toronto 
and environs, leaving Royal York Hotel 2.30 
p. m. 

Golf Tournament—All visitors are eligible. 
Advance entries by mail addressed to the secre- 
tary would be appreciated. 

Moonlight excursion by boat on Lake On- 
tario. 8.00 p.m. Dancing (informal dress). 

Mipnicut—Annual Pamunkey Pow-Wow. 


WEDNESDAY, SEPT. 18 

10 A. M.—“Automobile Merit Rating,” John 
E. Sullivan, commissioner of insurance, New 
Hampshire; Discussion: Hon. Clarence C. Wy- 
song, commissioner of insurance, Indiana. 

Committee meetings. 

2 P. M.—Reports of Committees. 

Disability Clauses in Life Insurance Policies 
(General Discussion: total time limited to two 
hours). 

4.30 P. M.—Reception by the Lieutenant- 
Governor of Ontario at Government House; 
afternoon tea. 

7.30 P. M.—Banquet, chairman, T. G. McCon- 
key. 





Fire Insurance 


Address by G. Howard Ferguson and How- 
ard P. Dunham. 
10 P. M.—Grand Ball (formal). + 


Note.—All visitors now or heretofore associated with 
any State or provincial insurance department, and their 
families, are invited to the banquet and ball us guests 
of the comvention committee, upon registration with 
the secretary. Invitations and tickets will be issued 
to all others by the secretary of the convention com- 
mittee upon registration with him and payment of 
$5.00 per ticket. 


THURSDAY, SEPT. 19 


10 A. M.—“Investments of Insurance Com- 
panies,” Albert Conway, Superintendent of In- 
surance, New York; Discussion, Ray A. Yenter, 
commissioner of insurance, Iowa. 

“The Agency Situation,’ C. D. Livingston, 
commissioner of insurance, Michigan; Discus- 
sion, Matthew Tuggart, commissioner of insur- 
ance, Pennsylvania. 

Trip to Niagara Falls and the Chippawa 
Development of the MHydro-Electric Power 
Commission of Ontario, leaving Royal York 
Hotel at 1.30 p.m. Dinner at the Refectory, 
Niagara Falls, as guests of the Prime Minister 
and the Government of the Province of On- 
tario. 

FRIDAY, SEPT. 20 

10 A. M.—Annual Report of Secretary, Re- 
ports of Committees, Resolutions, Executive 
Session. 

2 P. M.—Unfinished Business, Election of 
Officers. 

Tuesday 

Afternoon (2.30)—Ladies are invited to take 
the sight-seeing trip. Any ladies who desire to 
play golf should register with the secretary. 

Evening (8.00)—Moonlight excursion. 


Wednesday 
Luncheon at the Royal Canadian Yacht Ciub 
(Centre Island). Boat leaves R.C.Y.C. dock 
(foot of Bay street) at 12.15. 
Afternoon (4.30)—Reception at Government 
House. 
Evening (7.30)—Banquet at the Royal York 
Hotel followed by Grand Ball. 
Thursday 


Afternoon and Evening—Trip to Niagara 
Falls and dinner. 


Association of Superintendents of In- 
surance of the Province of Canada 
Friday September 13, 10 A. M. 

Desirability of Further Revision of Provin- 
cial Laws Respecting Life Insurance Reserve. 

Statutory Conditions in Life Contracts—Re- 
port of Special Committee. 

Authority of Life Insurance Agents—In re- 
lation to placing, ie. “brokering” business 
with other companies; review of existing laws; 
desirability of uniform provision. 

Limitation of Risk; Rebating; Annual State- 
ment Blanks; The Credit Evil and Free In- 
surance; Uniform Definitions. 

Fire Insurance Legislation—Report of Sas- 
katchewan covering multiple coverages. 

Automobile Insurance Legislation—Report by 
Ontario covering inter alia modified written 
application for dealers’ policies. 

Licensing of Insurance Adjusters. ° 

Over-Insurance of Fire Risks. 

Accident and Sickness Insurance. 

Consideration of Reports of Committees. 


SATURDAY, SEPT. 14 
10 A. M.—Further Consideration of Reports 
of Committees. 
Luncheon at the Royal Canadian Yacht Club. 


MONDAY, SEPT. 16 

Further Consideration of Committee Re- 
ports until 11.15 A. M. 

Address—“Supervision of Super Insurers,” 
Clarence W. Hobbs, ex-commissioner of insur- 
ance, State of Massachusetts. 

Private Executive Session. 


Henry W. Gray Retires 
From London & 
Lancashire 





Gilbert Kingan Becomes United 
States Manager with R. W. 
Thomas as Assistant 





Remains President of Indemnity 
Company 





Retiring Manager Has Been with 
Company Since 1893—Will Remain 
on Directorate of Orient and 
Safeguard 





On June 30 Henry W. Gray retired as United 
States manager of the London & Lancashire 
and Law, Union & Rock insurance companies 
of London. Mr. Gray will continue as presi- 
dent of the London & Lancashire Indemnity 
Company of Hartford, and will retain his mem- 
bership on the directorates of the Orient In- 
surance Company of Hartford and the Safe- 
guard Insurance Company of New York. 

Mr. Gray is a native of Louisville, Ky., 
where he was born on May 25, 1864. He 
attended public schools in that state and was 
graduated from Burlington College, Burlington, 
N. J. After finishing school he went in his 
father’s insurance office and in 1884 he entered 
the western department of the Queen of Liver- 
pool at Chicago where he remained until June, 
1888, at which time he joined the American 
Fire of Philadelphia as special agent, covering 
the states of Indiana, Kentucky, Tennessee 
and Virginia. Five years later he became 
travelling general agent for the London & 
Lancashire in Virginia, West Virginia, Ken- 
tucky and Tennessee and after doing field work 
in various parts of the country went to Hart- 
ford in 1906 as agency secretary of the London 
& Lancashire and vice-president and secretary 
of the Orient. 

Mr. Gray has been United States manager 
of the London & Lancashire since April, 1926, 
and at all times has proved to be a man of 
high qualities and keen judgment as an exe- 


cutive. It was with profound regret that Mr. 
Charles Hendry, of London, general manager 


of the London & Lancashire, who is now in 
the United States, granted Mr. Gray’s request 
that he be allowed to retire. 

Gilbert Kingan, assistant to the manager, 
will succeed Mr. Gray and R. W. Thomas, 
Jr., becomes assistant to Mr. Kingan. 

Mr. Kingan’s business career began with the 
London & Lancashire, partly at the home office, 
and, for the past three years at Hartford, 
where, under Mr. Gray’s supervision, he has 
learned much about American underwriting 
methods. Mr. Kingan will also succeed Mr. 
Gray in the positions he held with the Law 
Union & Rock and will also become president 
of the Orient and the Safeguard. 

Mr. Thomas, a graduate of Trinity, has been 
appointed agency secretary of the London & 
Lancashire and the Law Union & Rock. 
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Frederick Hickman. president of the New 
Jersey Association of Underwriters, has issued 
a circular letter to members asking them to turn 
their attention to the matter of the elimination 
of the non-policy writing agent. He makes 
reference to the communication sent out recently 
by the American Insurance Company of New- 
ark bearing on this subject and feels that this 
company should be given a lot of credit for 
taking the initiative and that its action will go 
far towards bringing about a better relation- 
ship between agents and companies. He asks 
also that agents use whatever influence they 
may have with the companies they represent, to 
discontinue the appointment of non-policy writ- 
ing agents, to take up such as have been ap- 
pointed already and put them on a brokerage 
basis. 

* * * 

Steadily and surely the several announce- 
ments of the Regional Plan Committee, spon- 
sored by the Russell Sage Foundation, are at- 
tracting widespread interest and producing re- 
sults. Not only real estate agents but rep- 
resentatives of insurance companies—fire, life 
and casualty—report activity in their various 
fields of operation. In fact the indications are 
that, for the next ten or fifteen years, with the 
completion of the many proposed transportation 
facilities and the creation of an enlarged Metro- 
politan area, northern New Jersey will enter 
upon an era of expansion, development and 








Reports on Syracuse Rating 
Office 





Superintendent Conway Finds There 
Is Still a High Percentage of 
Erroneous Ratings 

Albert Conway, Superintendent of Insurance, 
has recently filed a report of examination of 
the Syracuse Division of the New York Fire 
Insurance Rating Organization. 

The report states that while there has been 
considerable improvement since the last previous 
examination in the accuracy of rates computed 
under the uniform schedules, the percentage of 
erroneous ratings is still very high, namely, 
about 16 per cent. Among the causes named 
by the examiner for this large percentage of er- 
ror, are incomplete surveys and lack of an ade- 
quate system of rechecking schedule rate com- 
putations before publication of rates. It is rec- 
ommended that greater care be exercised in the 
making of surveys and that a comprehensive 
system of rechecking schedule rates be adopted. 

The indefinite continuance of charges for 
“faults of management” where the conditions 
which cause such charges could be readily rem- 
edied by the insured if brought to his attention, 
is criticized as unfair to the insuring public. 

The method of the Syracuse Division in com- 
puting exposure charges from what are known 
as “frame rows” is also criticized as in viola- 
tion of the provisions of the uniform exposure 
schedule as well as unfair to the public. 
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Insurance News and Gossip in New Jersey 


greatly increased insurable values. Special 
agents of companies are thoroughly alive to the 
situation and watching the progress of events 
with keen interest. 

* #8. :% 


On June 27 the Bergen County Association 
of Insurance Agents held its regular quarterly 
meeting at the rooms of the Union Club, Ruther- 
ford, N. J. About forty-members were present 
with President Alfred Christie in the chair. 
Members of the Rutherford, Lyndhurst and 
Hasbrouck Heights districts joined together in 
providing an interesting program in addition to 
a very excellent dinner. The most important 
matter that came up before the session was that 
of the full report of the Bonding Committee. 
The major features of the experts’ findings 
were related in THE Specraror’s issue of June 
26. Further details show, that during the past 
three years Floyd Granger wrote respectively 
9 per cent, 54 per cent and 67 per cent of the 
road bonding business. During that period 
the total amount of bonds issued was upwards 
of $5,000,000. 

The association decided to forward the re- 
port to the Board of Freeholders requesting it 
to “relieve the situation.” 

The new revised commission schedule also 
came up for discussion. No action was taken 
other than a resolution to leave this matter to 
the individual judgment of the members. 








The rules regarding use and occupancy insur- 
ance rates are criticized because they permit the 
insurance companies to write this kind of in- 
surance at any rate they desire where the fire 
insurance rate is less than $.10, whereas if the 
fire insurance rate is more than $.10, use and 
occupancy rates are required to be made in ac- 
cordance with prescribed rules. 

The rules regarding the rating of idle plants 
are criticized because they impose unduly harsh 
rating penalties for a condition of idleness. 


Travelers to Increase Capital 

A special meeting of stockholders has been 
called for July 29 by the directors of the Trav- 
elers Insurance Company of Hartford, for the 
purpose of acting upon a recommendation, of 
the board of directors, that the capital of the 
company be increased from $17,000,000 to $20,- 
000,000, the new stock to be paid for at par, 
$100 per share, rights to issue to stockholders 
of record June 28 and to expire September 18, 
when the new stock must be paid for in full. 


Barto & Wood Appointed by Fidelity- 
Phenix Fire 
3arto & Wood, 145 Montague street, Brook- 
lyn, have been appointed agents for fire and 
allied lines, by the Fidelity-Phenix Fire Insur- 
ance Company of the “America Fore” group, it 
was announced this week. 


New Company Organizing in 
Washington 

Interests affiliated with the Thompson-Elwell 
general agency of Seattle, Wash., are organiz- 
ing a new company, in that city, which will be 
known as the Washington Fire and Marine 
Insurance Company of Seattle, and the company 
is expected to begin writing business in Sep- 
tember. 

The Washington Insurance Securities Com- 
pany has been organized as a holding com- 
pany with $600,000 capital and $600,000 paid sur- 
plus, and is to take over the stock of the general 
agency in exchange for its stock, as well ‘as 
own the stock of the insurance company. 


The Insurance Almanac and 
Encyclopedia 
The Insurance Almanac and Encyclopedia 
for 1929 has been issued by the Underwriter 
Printing and Publishing Company. It contains 
some 1300 pages of information as to the insur- 
ance business, including lists of insurance com- 
panies of all classes, their officers, directors, 
territory covered and other data; lists of in- 
surance department officials; underwriters’ as- 
sociations ; statutory requirements; fire records 
of cities; workmen’s compensation and other 
laws; State supervision and rates; new com- 
panies; retired companies, definitions; popula- 
tion tables; who’s who in insurance; lists of 
agents, etc. This work will be found useful 
for those requiring information of this char- 
acter. Its price is $3 per copy. 








Insurance Company,” 
of Worertown. 1.4. 


empire Slate 


Friendly Folks 


Our people might well 
be your next door 
neighbors — just sim- 
ple human folks. You 
will find them all, in 
both these companies, 
keen to give you 
friendly, prompt co- 
operation on your 


problems so that you 
may serve your cus- 
tomers better. 
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American Re-Insurance Co. 
of Pennsylvania 
67 Wall Street E New York, N. Y. 


Assets - - - - $6,126,055.17 
Capital and Surplus - - 2,341,106.71 
Voluntary Catastrophe Reserve 500,000.00 
Reserves - - - - 3,284,948.46 


RE-INSURANCE ONLY 
CASUALTY LINES 


Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 


Fimanelally Strong Conservatively Managed Liberal Coatracts 
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As the economic importance of insur- 
ance is becoming more generally ap- 
preciated, opportunities for writing 
the many newer forms of coverage 
are becoming greater. 

P. F. & M. agents are given every modern 
form of co-operation in selling these new 
and profitable policies. 


The P. F. & M., an old, reliable institution, 
uses progressive business methods that 
attract, help, hold and merit its agents’ 
interests and best endeavor. 


PHILADELPHIA 
FIRE and MARINE 
INSURANCE COMPANY 


HEAD OFFICE 
1600 Arch Street, Philadelphia 



































To the Man Who is Willing—and Will 





We are prepared to offer unusual opportunities for money- 
making NOW and creating a comyetency for the FUTURE. 
For Contracts and Territory, address 


M. HARGROVE, Chairman of the Board 
J. L. STARK, President BEAUMONT, TEXAS 




















| + 

















2 NA ATE CMTE STE EE I ET 

















REINSURANCE COMPANY 
SALAMANDRA 


of 
COPENHAGEN, DENMARK 








NORTH STAR INSURANCE 


COMPANY 


of 
NEW YORK 


HAMBURG-AMERICAN INSURANCE 


COMPANY 


of 
NEW YORK 








MEINEL & WEMPLE, Inc. 


Manager 


469 Fifth Avenue New York, N. Y. 
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New Language in Public Relations 


The Manufacturing Cost of Fire Insurance, 
Expressed in Dollars, an Enlightening 


Message for the Public 


By WILLIAM QuaIpD 


Executive Vice-President, Southern Fire Insurance Company 


overworked subject “public relations.” 

My idea is, that in fire insurance we have 
a “public relations” possibility that is so great, 
that it has been overlooked. The National 
Board of Fire Underwriters, through one of 
its most important committees, the “(Committee 
on Public Relations,” is carrying on a splendid 
campaign, but at the best, such a campaign 
can only hit the high spots. My idea is, that 
the public’s reaction to any business is in direct 
ratio in which that busines is aggressively and 
intelligently sold. 

Sometime ago, I was attending a dinner of 
insurance men, where the speaker got up and 
talked about the profession of insurance. To 
me the word profession implies practice. For 
instance, one practices law, one practices medi- 
cine and one of the great troubles with in- 
surance is, that a great many of us try to 
practice it, when as a matter of fact, we are 
in one of the hardest selling businesses in the 
world. I do not believe that any commodity 
can be well sold, unless the salesman knows 
something of manufacturing cost and it seems 
to me, that we will not stand right in the 
buying community, until our salesmen realize 
that they must be able to inteligently discuss 
manufacturing cost. By that I do not mean 
that the salesman must give a long explanation 
of schedule rating or use a lot of technical 
terms, for as a matter of fact, insurance has 
a language entirely its own which the buyer 
does not understand. Take for instance “rate.” 
After all of my years in the insurance business, 
I do not and could not understand buying 
anything by being quoted a rate. I believe 
that the buying resistance is tremendously in- 
creased when the term quoted is something 
the buyer is not familiar with. What I would 
do would be to always quote dollars and cents 
premium. If a man came to me and said, 
“What is the rate on my building?’ I would 
first want to know the value of the building 
and if it was worth $10,000 and the rate was 
1%, I would say, “I will give you $8,000 
worth of the best insurance in the world for 


$80.” I believe that the average buyer would 


_—From an address before the Kentucky Association 
of Insurance agents at Louisville, June 25. 
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understand $80, where he would not understand 
1%. In other words, if you quoted 1%, he 
could readily say, “Why, I think that rate 
is too high.” But if you quoted him $80, 
he would be unintelligent if he said, “Well, 
I think the price should be $75, or $77, or 
$77.50.” In other words he thoroughly un- 
derstands $80. Also, when he is buying $8,000 
worth of good protection, $80 would seem 
to be reasonable charge. 

However, that is a digression from the 
manufacturing cost of fire insurance. Today 
fire insurance is a high-speed, mass production 
operation carried on in just as definite a way 
as is any other high-speed, mass production 
out-put and I am sure, that if we in the in- 
surance business would view our business in 
this light, that we would have ever so much 
more confidence in the product which we are 
making and selling than we have at present, 
and our agents by viewing our business in 
the same way as any other distributor views 
his factory’s out-put would carry a different 
message to the buyers of insurance and would 
do more for “public relations” than can be 
done in any other direction. 

Now let us look for a minute at this actual 
manufacturing cost of a fire insurance policy. 
Some little time ago, I analyzed the operations 
of a large fire insurance company and you 
probably will be surprised to know, that every 
cent that could be charged to manufacturing 
cost, consumed exactly 15%c of the dollar 
premium. Of this 15%4c, 2%c was tax and 
certainly tax can not be considered a manu- 
facturing cost, so that the total actual cost 
of making the policy, including everything, 
from the salary of the office boy to that of 
the president, rent, field expense, local boards 
and everyhing that went into the manufacturing 
of that policy was costing the buyer exactly 
13c and I do not believe that any method can 
be found that will manufacture the policy at 
less cost than the stock fire insurance com- 
pany. We know, that for several years, with 
the exception of the last two years, there 
was no underwriting profit and therefore in- 
surance was manufactured and sold by the 
company at cost: or less than cost. 


Now the selling cost was 22%c. This 22%c 
is justified just in the degree in which insur- 
ance is shrewdly bought or poorly bought. 
By that I mean, that if nothing is delivered 
by the distributor but the policy, this selling 
cost is not justified. But if wrapped in this 
22%c is the knowledge of insurance, the 
knowledge that will protect the buyers’ needs 
and provide for these needs, the knowledge 
that will enable the distributor to study the 
risk so that the best price can be secured, 
then every cent of this 22%c is well earned. 
Do you know that when I got through with 
my study of that part of the dollar premium 
that went into manufacturing and selling ex- 
pense. I got a real inspiration, for the reason 
that it was the first time I got the idea that the 
best return the buyer of fire insurance received 
from his dollar premium was from the expense. 

Now what I want to get across here is, 
that if we pointed out to the buyer that the 
return he got on the expense, or in other 
words the manufacturing and selling cost part 
of the dollar premium was greater than on 
the loss part of the dollar premium, that he 
would understand better the value of the article 
that he was buying. Take this countrywide 
selling cost of 22%c and I will grant you that 
it may seem high, but I know of no money 
better earned or more justly earned than the 
selling cost part of the dollar premium, if 
the job is done well. 

So, to sum up what I have been trying to 
explain, let me say, that I most heartily believe, 
that if we will get away from talking “rate,” 
that if we will look into our business from 
the viewpoint of manufacturing a commodity 
(which taking insurance as a whole) ranks 
sixth if not fifth in the volume of business 
done in the United States, if we will sell 
what we have to deliver in the expense part 
of the dollar premium, if we will study the 
other man’s business so that we may be able 
to discuss insurance in the language that he 
understands, so that he may compare insurance 
costs with his own business, then we will have 
a “public relations facility and ability that 
will do more for insurance than any ceuntry- 
wide advertising campaign. 
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Has the Local Agent a Future? 
(Continued from page 3) 

to understand its ramifications I think we 

should study first the underlying evil of 

radicalism upon which a certain type of com- 

petition largely thrives. 

Radicalism, as it affects our business, comes 
from many sources, and frequently from the 
ranks of all who are engaged in it one way 
and another. Much of it is due to ignorance 
of fundamental economics and to greed and 
envy of all sorts. Unfortunately it cannot 
always be prevented before damage has ensued, 
and to cure it even in part will take time 
and the acquirement of wisdom. Its presence 
in legal statutes must be obeyed at whatever 
cost with the results often at the expense of 
the public. Where it arises in our own ranks 
it often produces undesirable compromises of 
an uneconomic nature in order to avoid tem- 
porarily worse conditions. This phase is rather 
bad and is embarrassing since it presents an 
unfair picture of our activities and general 
intelligence and brings to mind the saying 
that the road to a very warm place is paved 
with good intentions. 

The public, agents and companies are all 
more or less responsible, but no more so than 
is often the case in other lines of business 
where the control is so widely scattered. We 
must remember that among the nations the 


people of America are regarded as_ highly 


idealistic and this makes them characteristically 
radical at times. In a way, and in the long 
run, it may be fortunate since radicalism, like 
corruption, will in time cease to be infectious. 
In our own business this evil is generally 
confined to a small minority who become hyp- 
notized with zealous activity in a special cause 
and force their views by the recitation of 
imaginary wrongs upon the more conservative, 
who are often not alert to the consequences. 

The fire insurance business is beset by many 
difficulties. It is technical by nature, and 
owing to varied public needs and requirements, 
its practices are complex in the extreme. Its 
activities in all its different branches are 
conducted by hundreds of companies, thousands 
of employees and many thousands of agents. 
Competition, while generally orderly, is more 
severe than in any other similarly large and 
varied business that I know of. Insurance is 
mainly in service of a very high order which 
the public demands, and in that respect is like 
the service rendered by the legal proiession 
and equally as learned. In view of the mag- 
nitude of the business and the great numbers 
of people deriving a livelihood from it, is there 
any wonder that sharp and sometimes radical! 
differences of opinion arise? Indeed no. It 
would be a miracle if it were otherwise and 
all of us, if we are to keep the victory won 
by hard work, patient study and good service, 
must militantly labor with our radical brother 
whoever he may be—citizen, agent, or com- 
pany official—to respect the fundamental econ- 
omics of our business and not “play offside.” 
Vigilance in this regard is just as essential 
as it was for the early pioneers of this country 
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to carry their rifles across their plow handles. 

As good citizens we must all fight radicalism 
wherever it shows its head, whether within or 
without our ranks, for it can wreck the agency 
system. It can wreck companies. It can wreck 
society or produce war among nations. Radi- 
calism and ignorance méan anarchy. There 
is nothing novel or new about these principles ; 
they are as true as the hills and as ancient 
as history; for the suppression of radicalisin 
and ignorance has ever been the chief concern 
of civilization. It will be a long battle and 
there will be no early peace nor folding of 
the hands to rest. Eternal vigilance, hard work, 
and the cultivation of vision is to be the price 
of our preferment and none other. Shall we 
be mournful about it? Not at all. As civilized 
beings trials have ever strengthened and made 
us more efficient. John Ruskin, the great 
philosopher, tells us, “There is no great art 
possible to a nation but that which is based 
on battle—for it is an assured truth that 
whenever the faculties of men are at their 
fulness they must express themselves by Art, 
and to say that a state is without such ex- 
pression is to say that it has sunk from its 
proper level of manly nature. So when I tell 
you that war is the foundation of all the 
arts, I mean also that it is the foundation 
of all the high virtues and faculties of men.” 


Some Reasons Why 

What I have said reflects the academic and 
rational protest against radicalism in general. 
Some of you may be skeptical as to whether I 
have staged that evil in its proper relation to 
the question, “Has the Local Agent a Future?” 
Very probably most of you would like me to 
be more specific and say exactly why I believe 
the agent has a future. The mere assertion 
that I do believe it will not suffice, unless I 
can say that I believe it in spite of the difficulty 
which like the poor, is ever with the agent— 
I refer to unfair competition. I mentioned 
radicalism first as one of the chief evils and 
I have placed unfair competition second; be- 
cause some competition is caused by radicalism. 
Competition in any line of business is necessary. 
Without it, our wits would become atrophied 
and intelligence and service would have no 
value. So we must consider the different kinds 
of competition and sift the harmful from the 
benign. I cannot do it in an address of this 
kind except very superficially. Otherwise it 
would require all day and then some. 

You know the fundamental difference between 
stock and mutual insurance. The latter 
specializes generally on a certain class of busi- 
ness and does not serve the public by caring 
for all of its varied needs like stock insurance. 
This competition will never break down the 
agency system because it does not meet the 
full public requirements in a broad way. Non- 
admitted stock company competition likewise 
does not seek all classes of business, and the 
great body of the public objects to their con- 
tracts because they have not sought generally 
to be admitted by the states. Those stock 
companies which are admitted do business 
through local agents and present the usual 








competition which is between agents and is 
not objectionable in the sense of the other 
kinds, although bad agents are a curse to their 
companies as well as to their brother agents. 
Fortunately, their ranks are thinning out, and, 
generally speaking, I think there is a better 
morale among agents in the territory with 
which I am familiar than was the case a few 
years back. I think also, that the companies 
generally are exercising good discretion in 
this matter, since it must be obvious that in 
the long run a good agent means a profit 
and a bad agent a loss. It would probably 
surprise some of you to know the pains that 
most company executives take to eliminate un- 
desirable agents. I say this in spite of a rather 
widespread opinion to the contrary. 

The outside brokers’ position in this picture 
is varied and most of the non-admitted com- 
petition comes through brokers who patronize 
all classes of companies according to the wishes 
of his assured. Probably most of the business 
of reputable brokers is placed in admitted com- 
panies at proper rates and forms and is, in 
turn, sent to local agents to be written on a 
division of commissions. On the whole, the 
better class of brokers prefer this course be- 
cause it gives their patrons the very best of 
protection, although the brokers make less com- 
mission under such a course than would be 
the case if they placed jthe business with 
companies who ignored the agent. In the few 
states which have laws preventing agents and 
companies from sharing commissions with the 
broker or limiting them unfairly, most of the 
brokerage business goes to strictly outside or 
non-admitted markets, and local agents do not 
get even a share of the commissions. Despit2 
the prejudice which exists in the minds of 
many, the reputable broker fills a public need. 
As a rule they reside in New York and other 
large centers where large business concerns 
having properties all over the country are 
domiciled, and who, by the nature of their 
business, wish to deal with only one insurance 
representative, and not with hundreds as would 
otherwise often be the case. 

I have touched upon this question of non- 
admitted and mutual company competition and 
upon those outcroppings of radicalism which 
have caused a lot of it. Radicalism in rules, 
rates, laws, and taxes increases the outside 
competition more than we realize and the 
result is harmful to most agents and com- 
panies. In the last two years a large number 
of new companies have been formed and some 
of them have been avowedly started for the 
purpose of getting business in any way they 
can and without regard to state laws or good 
practices either among companies or agents, but 
if they are to continue successfully in business 
and build up any considerable volume of de- 
pendable business they will, as has been the 
case often before, follow the lead of the more 
conservative companies and seek their business 
through the local agents. The business arising 
outside of agents shifts amazingly from one 
company to another, and from year to year, 
due to extreme competition among the brokers 

(Concluded on next page) 
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Value In Insurance Stocks 
The Necessity of Good Earning as a Protection to 
Policyholders Makes Insurance 
Stocks Attractive 


By Ernest V. SULLIVAN 


Manager, Publicity Dept., 


ANY executives and others interested 
directly in the insurance business have 
been annoyed in recent years because 

of the high prevailing price at which the shares 
of insurance companies have been selling. No 
doubt these high prices have brought about 
some complications within the business which 
have not been desirable. Probably one of the 
annoying features of the situation has been 
that public attention has been drawn to in- 
surance companies in the belief that they were 
making exceptional profits for their stockhold- 
ers. By inversion this brings on the fear that 
legislatures and insurance departments are likely 
to consider that rates are too high and should 
be reduced. 

In fact, many insurance companies are 
probably better money makers than a number 
of other classes of business organizations. 
Their trouble has been that they have heen 
neglected for many years by investors and the 
sudden awakening as to their true vaiue could 
hardly have been delayed longer. Insurance 
companies have not been financially minded 
for the most part and have neglected to a 
large degree the seemingly obvious benefits 
which would accrue to a semi-public business 
were its profits shared very generally. It is 
fairly safe to say that the more people hold 
insurance stocks, the less will be the troubles 
of insurance companies with politicians. It 
is surprising how many insurance companies 
are closely owned and how many people there 
are who know, or care less, about the progress 
of the insurance business except to insist that 
claims under their policies be paid. It is equally 
surprising how many insurance companies 
maintain their stocks at a high par value and 
a consequently very high market price and 
refuse to make the slightest effort to obtain a 
wide distribution of ownership. In fact, the 
attitude of insurance company executives has 
been that an investment in insurance stocks is 
a very risky thing and subject to unusual 
hazards. Nevertheless, the record of insurance 
stocks compares very favorably with those of 
other businesses. 

Whether the company be doing business in 
the life, casualty or fire fields, it has two de- 
partments which must be regarded as virtually 
equal in importance: these are the underwriting 
and investment departments and from both of 
them the company should receive some return. 
Except in a few isolated instances, companies 
have not been successful in their underwriting 
departments while the investment departments 
have quite generally netted a good return. The 
companies, of course, which are more or less 
successful in both departments are the ones 
which are the most profitable to stockholders. 
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In almost any given group of companies it 
will be found that the dividends to stockholders 
are paid from investment earnings and that 
there is still something left over from this 
department to be place@ in the company’s 
general surplus, along with the underwriting 
profits, if any. In order to render the fullest 
possible protection to policyholders, it is ab- 
solutely essential that insurance companies 
build up large reserves and surpluses and it 
is equally essential that these funds earn money. 
So long as these facts are true, and they always 
will be, insurance companies will continue to 
be good investments and not particularly en- 
dowed with more hazards than most ordinary 
classes of business. 

It is true that a new insurance company 
is a hazardous undertaking, but it is also true 
that a new motor car company today would 
be a hazardous undertaking. The established 
insurance companies have excellent earning 
powers, the continuance of which is threatened 
only by one catastrope which, if it were 
large enough to seriously injure them would 
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also seriously curtail a great number of other 
businesses. 

It would be very difficult to pick any business 
in which a private investor can place his money 
more securely than the insurance business, 
provided of course that he picks a company 
well managed and of proven earning capacity. 
Back of his investment he would not only 
have a going business but also what virtually 
amounts to an investment trust, that is to say, 
a large portfolio of investments in a wide va- 
riety of enterprises of this and other countries. 
With a constantly growing surplus, such an 
investment not only will appreciate in value 
but also in earning power so that even though 
he buy at what seems to be a very high price 
with a low yield, he does not have to hold 
on for but a short time before his yield begins 
to mount and his equity to appreciate sub- 
stantially. 

Insurance companies can well afford to 
recommend their stocks for investment because, 
after all, the record of well managed com- 
panies over the past 20 years proves con- 
clusively that their stocks are among the best. 
When the general public begins to realize 
these facts, then they will be found investing 
in insurance stocks and because of such invest- 
ment to be more inclined to protect the com- 
panies from claim frauds and from political 
onslaughts. Wider distribution of insurance 
stocks seems to be an inevitable trend. 


—The Missouri State Life Insurance Company on 
June 20 had paid for $166,089,195 new business for 
this year compared with $125,268,187 for the same 
period in 1928, a gain of 32 per cent, 
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The Local Agents Future 
(Concluded from page 22) 


themselves, and cannot be depnded upon as 
a steady and sure source of income such as 
is afforded through local agents. 


We will never get rid of unfair competition 
in the fire insurance business any more than 
in any other line of business. There are always 
some agents and some companies who will take 
the short cut, but frankly, do any of us recall 
any who have builded in this way and kept 
at it, who have made a scccess? There is 
something indescribable in the shifty which 
advertises their shortcomings more successfuily 
than denunciation; their methods do not make 
for permanent success and the wise will always 
shun their footsteps. 


The Agency System was created by stock 
fire insurance companies over a century ago 
and its functions today are fundamentally the 
same as they were when it was crea.ed. If 
the system had not been economically sound in 
its essentials it would not have lasted as long 
as it has. Times, of course, Has brought 
variations in the system to meet local condi- 
tions due to the wide and diversified country 
in which we live. This could not in the nature 
of things have been otherwise. Rigid uni- 
formity in all details would have destroyed 
the system. The great and complex variation 
in state laws alone would have caused a break- 
down. The great bulk of the stock companies 
are more than friendly to the system and 
sincerely desire to help it and see it prosper 
along the lines for which it was established. 
I say this in spite of certain evidences of 
radicalism which have spasmodically cropped 
up here and there on the part of both com- 
panies and agents, but so long as these 
irritating things are confined within our own 
ranks they will cure themselves from sheer 
economic effect. None of us can make water 
run up hill, and sooner or later better levels 
of intelligent understanding for the good of all 
concerned is bound to take place. The maim 
thing in such situations is to first determine the 
trouble and its causes. When this is intelli- 
gently and dispassionately done, there need be 
no anxiety as to the outcome. There is too 
much wisdom and common sense in the rank 
and file of companies and agents to be other- 
wise. If we will be loyal to ourselves and 
to each other, seeking the common good al- 
ways, we need not fear any competion which 
ignores the laws of our states or which is 
not prepared to give the untiring and wuniver- 
sally board service in every town and hamlet 
and for every class of business which the 
public needs and demands. The public and the 
companies need the local agent and whether 
an agent has a future depends, as with indi- 
viduals in all lines of business, upon the degree 
in which the need is met. My observation 
is that the great bulk of local agents are meet- 
ing their responsibilities manfully, honestly, 
and intelligently—they deserve the public favor 
and will continue to get by far the largest share 
of it. 
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Liability Under Blanket Policy 


Question of Joint Coverage Resolved in Favor of Blanket 


Policy Insurer Where Damaged Item Is Covered 
by Specific Policy in Another Company 
By Jos. L. Roescu, A.B., L.L.B., Member of the New York Bar 


UE to the various insurance coverage in 
ID its terms and in its provisions, differ- 

ences between the companies have arisen 
where property is insured against fire by several 
companies, the policies of which contain differ- 
ent terms and provisions. The rule of law 
being that the policy will be construed most 
strongly against the company and in favor of 
the assured, it has been incumbent upon the 
legal advisors of the various companies to 
visualize legal contingencies and provide against 
liability which might arise under a peculiar 
set of circumstances, unforeseen and not in the 
minds of the parties at the time of the initial 
existence of the contract. This process dates 
back to the inception of insurance, when policies 
were anything but perfect, as viewed by the 
companies from a_ liability standpoint. As 
perfection will never be reached in any field 
of endeavor, it is most probable that companies 
will be compelled to create and recreate policy 
provisions to meet the influx of new legislation 
and to keep in step with underwriting ex- 
perience and moral hazards. 

Legal squabbles between the companies them- 
selves are therefore, the every day result of 
joint coverage on specific property. Courts, 
at times, are hard put to it to decide whether 
the provision in one policy nullifies a certain 
provision in another policy so as to relieve 
one of the companies from liability. 

The Court of Common Pleas of Connecticut 
was recently presented with a unique question 
of coverage. Under the facts it appeared that 
the Fireman’s Mutual Insurance Company had 
issued a policy against loss or damage by fire, 
sprinkler leakage, wind-storm and_ lightning 
upon certain buildings and their contents, the 
particular amounts of insurance to the partic- 
ular items of property insured not being 
designated. The policy carried the usual pro- 
vision that the company should not be liable 
for a greater portion of any loss than the 
amount insured by the policy should bear to 
the entire insurance, and also contained a pro- 
vision stating that the policy did not cover 
“any property or interest which is specifically 
insured by the owner against similar liabilities 
in whole or in part.” 

It appeared that the assured also had a 
policy with the Hartford Steam Boiler In- 
spection and Insurance Company, which indem- 
nified it to the extent of $5,000.00 from loss 
resulting from damage to the property of the 
assured, and from the assured’s liability for 
damage to property of others caused by the 
break-down of a certain electrical generator. 
The policy also provided that “the company 
was not to be liable for any loss or damage 
from a break-down caused by fire nor for loss 
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or damage by fire, outside the machine re- 
sulting from a break-down, nor for loss or 
damage resulting from the use of water or 
other means to extinguish the fire.” 

While both policies were in force, a break- 
down in the above mentioned generator re- 
sulted in a fire with a subsequent damage to 
the generator amounting to $1,575. The 
Fireman’s Mutual denied liability under its 
policy whereupon the Hartford Steam Boiler 
Company paid the entire loss, and having taken 
an assignment of the assured’s interest, the 
Hartford Steam Boiler Company instituted an 
action against the Fireman’s Mutual under the 
policy issued by the latter. 

It was contended by Allen Brosmith, trial 
counsel for the defendant, that since the plain- 
tiff’s policy specifically insured the generator 
in question “against similar liabilities in whole 
or in part,” to those covered by the defendant’s 
policy, there could be, because of a limitation 
of coverage, no recovery under the defendant’s 
policy. The defendant contended that this 
policy was a blanket policy, that is, a policy 
wherein buildings and their contents are insured 
as a whole without distributing the amount 
of insurance among several items; and that 
the plaintiff’s policy was a specific policy, that 
is, a policy wherein the insured amounts were 
distributed among the several property items, 
a specific amount being placed on each item. 

It is well established that a blanket policy 
of its very essence covers every item described 
in it up to the face amount of the policy, so 
that if a loss upon one portion of the property 
exhausts, the full amount of the policy, the 
whole insurance must be paid and there can 
be no apportionment. On the other hand under 
a specific policy a certain amount of insurance 
is allotted to each item and there can be no 
recovery above and beyond the amount which 
the policy allots to the specific item. 

In contending that the provision of the de- 
fendant’s policy relating to non-coverage in 
the event the property was specifically insured 
against similar liabilities in whole or in part, 
did not relieve the defendant from liability in 
this case, the plaintiff claimed that its policy 
did not exclude loss resulting from damage 
to any other property of the assured, nor did it 
insure against loss resulting from damage to 
any of its property, with the provision that a 
certain portion should be applicable to loss 
resulting from damage to the generator. That 
the entire amount of insurance would be pay- 
able for loss resulting from damage to any 
item of the assured’s property and not merely 
for loss resulting from damage to the genera- 
tor,,and that it could be exhausted on property 
other than the generator even though there 





was no appreciable loss to the generator itself. 
Furthermore the plaintiff claimed that the 
defendant’s policy covered loss caused by fire, 
sprinkler leakage, windstorm and lightning, 
while the plaintiff's policy did not cover the 
last three named causes. Finally the contention 
of the plaintiff was that the provision of the 
defendant’s policy did not contemplate such a 
policy as had been issued by this plaintiff. 
Judge Malloy of the Court of Common 
Pleas, Hartford County, Connecticut, under 
date of May 3lst, 1929, held, in his opinion, 
that there was no liability on the part of the 
defendant, Fireman’s Mutual, because of the 
fact that the Hartford policy was a specific 
policy which relieved the defendant from liabil- 
ity under the terms of its own provision. 
; In summarizing its reasons for holding in 
favor of the defendant, the Court, in part, 
stated: 


The Court wonders whether the plaintiff's 
argument had in mind Paragraph 3-A of the 
plaintiff's policy. By this provision the plaintiff 
is not liable: 

1. For any loss or damage from break-down 
caused by fire. 

2. For any loss or damage by fire outside 
the machine resulting from break-down. 

3. For any loss or damage resulting from use 
of water or other means to extinguish the fire. 

This language is plain and easily under- 
standable. If a fire causes the break-down, 
there is no liability on the plaintiff; if the 
machine breaks down and fire results outside 
the machine, there is no liability; if the use 
of water or other means to put out the fire 
(that is, fire outside the machine caused by 
the break-down) causes damage, there is no 
liability. Is not the second limitation of liabil- 
ity in this proviso an answer to the first point 
in the plaintiff's argument? The plaintiff’s 
policy did exclude from its coverage loss re- 
sulting from damage to other property of the 
assured by fire outside the machine resulting 
from a break-down. Neither is the entire 
amount payable for loss resulting from damage 
to any item of the assured’s property or that 
of third persons because again the limitation 
of Paragraph 3-A applies. 

This proviso is again destructive of the 
second point of the plaintiff's argument. It 
contended that fire might destroy the entire 
plant, yet unless it arose from a break-down 
of the generator there was no liability. This 
argument again forgets the second limitation 
of Paragraph 3-A applies. 

This proviso is again destructive of the 
second point of the plaintiff's argument. It 
contended that fire might destroy the entire 
plant, yet unless it arose from a break-down 
of the generator there was no liability. This 
argument again forgets the second limitation 
of Paragraph 3-A. If the defendant’s policy 
did not contemplate such a policy as the plain- 
tiff’s, it is hard to understand that it did con- 
template. The entire amount could not be used 
for loss done by damage to other property 
as is plainly evident from Paragraph 3-A. 


(Concluded on next page) 
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Millions Saved by Better 
Construction 


Now Considered Biggest Factor 
in Determining Rates Says 
Fire Company Official 


Average Rate Now 83.4 Cents 





Fire Insurance One of Few Essen- 
tials That Has Declined in Cost 
Since 1914 





The improved’ construction of the average 
building erected during the past few years has 
resulted in property owners and tenants enjoy- 
ing savings of millions of dollars in fire in- 
surance premiums, according to C. W. Pierce, 
vice-president of the Fidelity-Phcenix Fire In- 
surance Company, in charge of the corpora- 
tion’s engineering division. 

“There are, of course,” said Mr. Pierce, 
“other -influences tending to reduce fire insur- 
ance rates, such as improved fire department 
protection, increased sprinkler installations and 
fire prevention education, but construction is the 
most important factor. 


“Thousands of more or less antiquated build- 
ings of different types in all sections of the 
nation have in recent years been supplanted by 
new, slow burning and fire resisting structures 
and the results have been clearly reflected in 
the average fire insurance rate, construction be- 
ing the first consideration in figuring the basis 
charge for fire insurance protection. 

“In 1914, the average fire insurance premium 
charged by the leading stock fire underwriters 
of the country was $1.03 cents a hundred dol- 
lars of coverage, while by 1928 it had declined 
to 83.4 cents. This decrease, which occurred in 
the face of substantial advances in the prices 
of virtually all other business necessities, may 
not appear to be a material change, upon super- 
ficial examination, but when it is applied to the 
billions of dollars worth of buildings and con- 
tents covered by fire insurance, the effect is 
seen to be enormous. On the amount of gross 
insurance written by 234 leading companies last 
year, for instance, the difference in the premium 
rate meant a decrease of about $283,000,000 in 
income as compared with what these under- 
writers would have reported under the 1914 rate. 
It represents, therefore, approximately that much 
saving to the public last year. 

“There is a definite trend away from the 
frame building toward the more fire-resistive 
classes, which are naturally entitled to lower 
premium charges. On every hand there are to 
be found cases where carefully built structures 
of protected steel and cement are taking the 
places of a number of obsolete fire traps which 
represented lower values but higher premiums. 

“Not long ago in New York an instance of 
this kind took place, that illustrates graphically 
how better construction has lowered the average 
fire insurance premium; a group of old business 
buildings worth about $160,000 were torn down 
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and. in their stead there now stands a single 
building valued at $350,000. The new property, 
however, pays only $203 for three years of fire 
insurance protection, whereas the old ones 
jointly contributed $1024 for $190,000 less value 
at risk.” 


Liability Under Blanket Policy 
(Concluded from page 24) 


As to the third point of the plaintiff’s argu- 
ment, by the plain language of the plaintiff’s 
policy and its limitation contained in Paragraph 
3-A this generator was protected against 
damage done to it by a break-down. A break- 
down of the generator did result in a fire 
which destroyed certain of its insulation. Fire 
was one of the grounds of liability. It may 
be, as in the case of the picture in the gallery, 
the generator might have in some manner 
other than by fire caused injury or damage 
to others. In that event the plaintiff would 
be liable. So that in the instance of fire at 
least happening to the generator as a result 
of a break-down there is similar liability 
against which the defendant’s policy provided. 
To put Paragraph 3-A in another way, it 
mans the plaintiff will pay for damage caused 
by fire to the machine or generator as a result 
of the break-down of the machine but not for 
damage by fire to any other property of the 
assured caused by break-down of this machine. 
This limitation clearly shows in the mind of 
the Court that it was specifically insured against 
fire which was already covered by the defend- 
ant’s policy. Otherwise it will have to be 
admitted that the two clauses of the plaintiff’s 
policy are contradictory, to say the least. 


Canadian Fire Prevention Bodies 
Meeting 
Meetings of the Association of Canadian 
Fire Marshals and the Dominion Fire Preven- 
tion Association are being held at the Chateau 
Laurier, Ottawa, the former body to convene 
on July 4, the latter on July 5. 











; Making An Agency ppointment 


25 


What Kentucky May Do With 
Insurance Refunds 





Governor Proposes to Put the $800,- 
000 into the Purchase of a 
National Park 

Franxrort, Ky., July 2—Governor Flem D. 
Sampson has in mind a plan of aiding the 
Mammoth Cave National Park through the 
insurance business. His idea is that the money 
that will be refunded to the policy holders 
in Kentucky, about $800,000 from the insurance 
companies which must refund this amount 
under the agreement of the insurance com- 
panies with the state officials of Kentucky 
should be turned over in a lump sum to the 
National Mammoth Cave Association to buy 
land to make the park a national park. This 
money was collected by the companies on the 
1214% increase instituted by the companies but 
which must be returned as the companies have 
agreed to take off this increase. Governor 
Sampson is of the opinion that the amount 
is so small per person that it will cost much 
money to administer it, and that most of the 
people in the state would be glad to make 
this donation to the cave. Federal Judge A. 
M. J. Cochran has decided that State Auditor 
Coleman must administer this large sum which 
will go to thousands of people in Kentucky. 
It is probable that an act of Congress will 
be asked to permit the state to send through 
the mails free the request that this money 
be used by the Auditor for the National Park 
and that it will be allowable as the project 
is for a national park. The plan is in mind 
and it will be worked out. 


President Hillsman Taylor of the Missouri 
State Life Insurance Company, St. Louis, has 
announced the appointment of Emil Brill to the 
post of assistant vice-president. 








John L. Mee Outlines Methods, Good and Bad, Of 
Planting an Agency 


N a unique announcement just sent out 
I to the field forces of his company, John 

L. Mee, president of the Equitable Casualty 
& Surety Company, says that there are three 
ways to make an agency appointment—to “Buy 
In,” “Burn In” and to “Sell In.”  Dis- 
cussing the first, President Mee points out 
that when trying to “buy” the business, the 
important factor of acquisition cost is being 
needlessly increased, since the margin of profit 
in the business, after expenses, claims and cost 
of operation have been taken care of, is neg- 
ligible, even when that business is acquired 
on a reasonable basis. President Mee therefore 
declares that to “buy in” is poor salesmanship, 
bad management and dangerous. 

With regard to what he styles “burning in,” 
President Mee points out that the cards are 
stacked against the company which ignores pre- 
vious bad experience by other companies in 


to 


a given agency and which thinks that through 
some occult process or strange Open Sesame, 
it can succeed where the law of averages makes 
failure certain. ‘‘No company,” he says, “is 
qualified to ‘burn’ its way into an agency, be 
‘burnt’ and still make a profit.” His fiat to 
his fieldmen is “Don’t ‘burn in’.” 

With respect to “selling in,’ President Mee 
tells his agents that “that is the sane, ethical 
and proper way to plant an agency. Your 
imaginative powers, backed by honest facts, 
should be brought into play to ‘sell’ the ad- 
vantages of the human interest factors and 
sound financial condition so obvious in your 
company. Now is the time to assert your sales- 
manship probe down deep into your mental 
treasury and exert the latent powers of con- 
viction we all have, but do it only for the pur- 
pose of presenting honest facts. Moral: ‘Sell 
In.’” 
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AMERICAN GUARANTY Co. 
COLUMBUS, OHIO 


J. B. Coambs, President 





























“AMGAR” “AMGAR” 
FULL LIABILITY 
COVERAGE AND 
AUTOMOBILE PLATE GLASS 
INSURANCE INSURANCE 
“AMGAR” MEANS SECURITY 
—o = 
CASUALTY SURETY 


ody 
GUARDIANACASUALTY 
COMPANY 
of BUFFALO, N. Y. 
(A New York State Stock Company) 


Special Automobile Rates 


Insurance Policies provide for Assureds 
participation in profits. Writing all types 
of the following classes of Insurance and 
Bonds. 


ACCIDENT CONTRACT BONDS 
AUTOMOBILE FIDELITY BONDS 
BURGLARY JUDICIAL BONDS 
LIABILITY LICENSE & PERMIT BONDS 
PLATE GLASS PUBLIC OFFICIAL BONDS 
WORKMEN’S COMPENSATION MISCELLANEOUS BONDS 


Surplus to Policyholders $1,700,000 


Agencies Open in the Following States 


MAINE DISTRICT OF COLUMBIA 
NEW HAMPSHIRE NEW YORK 

VERMONT OHIO 

RHODE ISLAND CONNECTICUT 
PENNSYLVANIA MISSISSIPPI 
MASSACHUSETTS LOUISIANA 

DELAWARE ILLINOIS 

MARYLAND VIRGINIA 

NEW JERSEY INDIANA 





























STANDARD 
FORGERY BONDS 


“I trust my experience will be a 
solemn warning to business men’”’ 


“Due tc a recent experience with a trusted em- 
ployee who forged my name to a number of checks 
totaling over two thousand dollars I have placed an 
order with you for one of your Forgery Bonds. 


“T trust my experience will be a solemn warning to 
other business men.” 
S. Mayer, Manager, Lafayette Hotel, Rockford, II. 


Standard Forgery Bonds are a modern form of insurance of 
first importance to every conservatively managed business 
house, in this day of transacting business by check. 

The Standard Forgery Bond offered by The General In- 
demnity Corporation of America provides complete coverage. 
It indemnifies the assured and his bank against monetary 
loss through fraud in connection with any check, draft, note, 
bill of exchange or trade acceptance, bearing the assured’s 
signature or purported signature. This includes forgery of 
signature or endorsement, as well as alterations of amount, 
payee-name, etc.g 


Substantial 
Discounts to Preferred Risks 


Under a merit-rating plan originated by this Corporation, 
users of approved check-writing instruments and/or approved 
safety checks are entitled to discounts from 5% to 60% from 
standard premium rates. 


To users of such equipment the premium, less discounts, 
will be found so low that a single experience of loss in a busi- 
ness lifetime would doubtless make this a profitable insurance 
investment. 


Write for schedule of discounts, giving the type 
of check-writer and brand of safety paper used. 


THE GENERAL INDEMNITY 
CORPORATION OF AMERICA 


Chartered in 
New York State, 1914 


Rochester, N. Y. 
217 Broadway, Fitzroy 8352 


Capital and Surplus 
$1,500,000 


Home Office: 
New York Office: 


Local agents and brokers protected 
Offices in all principal cities 
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Orders Reduction on Single 
Taxi Insurance 


Conway Says Lower Rate 
Should Accompany Recent 
Increase In Fleet Impost 


Move Leaves Total Unchanged 





Superintendent’s Call for Experience 
Statistics Brings Action Which Is 
Effective September 1 





New York State Insurance Superintendent 
Albert Conway has ordered a reduction in rates 
for statutory public liability and property 
damage insurance, which taxicab owners 
operating in Greater New York are required to 
carry. Superintendent Conway’s mandate which 
becomes effective September 1, 1929, comes as 
a result of a special call for experience statis- 
tics issued by him on May 3 last. 

Despite this mandatory reduction and the 
recent ultimatum of the Equitable Casualty 
and Surety to refuse coverage to the lower 
rate taxicab owners, officials of various in- 
surance companies in New York have declared 
that the risk is acceptable to them, and in one 
instance, an official declared, “We will insure 
any automobile that is licensed to run on the 
streets of New York.” The stand taken by 
the Equitable may bring about the entrance 
into the casualty field of several New York 
companies, it is said. 

Prior to May 1, 1929, owner drivers of 
taxicabs paid $360 per year for the insurance 
coverage required by the highway law, while 
fleet operators paid $384 to $455 per year 
according to the size of the fleet. The agegre- 
gate of these combined rates proved adequate 
and when Superintendent Conway recently 
sanctioned an increase in fleet rates he lowered 
the individuals impost so as not to change the 
total income. 

Previous to the reduction in owner-driver 
rates, the superintendent issued a special call 
for experience statistics on all cabs operated 
in Greater New York. The statistics indicated 
the fleet tax increase and the individual rate 
reduction were warranted. The order then 
followed requiring a reduction to $324 per year 
to owners of one taxicab. 

The reduction means a saving of $36 per 
year to each of approximately 10,000 taxicab 
owners. All taxicabs insured direct with the 
companies receive a further reduction of $24 
per year. 
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Aetna Group Opens Detroit 
Office for Surety Lines 


John F. Horton, Manager of Post, 
Will Serve Eleven Counties 

A branch office has been opened at Detroit 
under the supervision of John F. Horton, man- 
ager, for the handling of all casualty and surety 
lines written by the Aftna Life and Affiliated 
Companies. 

The territory served by the branch office, 
which wil be located in the Penobscot building, 
will be that part of the lower penisula of the 
State of Michigan east of and including the 











John F. Horton 


counties of Hillsdale, Jackson, Ingham, Clinton, 
Gratiot, Isabella, Clare, Roscommon, Crawford, 
Otsego and Cheboygan. The branch will rep- 
resent the Automobile Insurance Cornpany and 
the Standard Fire Insurance Company for fire 
and marine business in the city of Detroit. 

T. J. Bosquett, who for many years has rep- 
resented the Aftna at Detroit will continue to 
represent the Aitna Companies in Wayne 
County, enjoying equal privileges with the De- 
troit branch in that territory and reporting his 
business, including that of his office associates, 
direct to the home office at Hartford. 

Mr. Horton has been for the past six years 
manager of the A<tna branch office at Grand 
Rapids, which post he will continue to hold. 
Mr. Horton celebrated his twenty-fifth A&tna 
anniversary last October 





Iowa Agents Over Zealous 
In Selling Auto Lines 


Rumors Of Compulsory Liabil- 
ity Insurance Storm A.A.A. 
Office At Des Moines 


Law Is Known As Mandatory 





Debtors by Judgments Are Hit by In- 
dividual Responsibility Bill Passed 
by General Assembly 





Des Moines, Iowa, June 29.—Within the 
last week or two, the offices of the Iowa 
branch of the American Automobile Associa- 
tion at Des Moines, Iowa, have been besieged 
with requests for information pertaining to 
the supposedly compulsory Liability Insurance 
Law that was enacted by the last legislature, 
to become effective July 4th. The Iowa 
Automobile Association also finds that in cer- 
tain instances over-anxious automobile insur- 
ance salesmen are telling people that after 
July 4th they will not be allowed to drive their 
automobiles upon the highway without insur- 
ance, which is not the case. 

The Forty-third General Assembly passed a 
bill to amend the 251 chapter of the Code of 
1927. An outline of this act follows: 

That whenever a final judgment is recovered 
in any court of this state in an action for 
damages for injury or death of a person, or 
for injury to property caused by operation or 
ownership of any motor vehicle on the highways 
of the state, and such judgment shall remain 
unsatisfied for a period of sixty days, a 
transcript of such judgment duly authen- 
ticated, may be filed with the County Treasurer, 
who shall in turn suspend the license of such 
debtor or debtors; and he shall notify such 
owner or owners of such suspension by regis- 
tered mail. The owner or owners will, within 
ten days of such mailing, surrender to the 
County Treasurer, all license plates so sus- 
pended and such suspension shall not be re- 
moved, license plates returned, or new license 
be granted, nor shall a motor vehicle be regis- 
tered in the name of the debtor or debtors 
until proof that such judgment has been satis- 
fied and such proof must be filed with the 
County Treasurer. The operation of a motor 
vehicle on the highways of the state during 
the period of such suspension shall constitute 
a misdemeanor. 

This law is generally known as the Com- 
pulsory Insurance Law. 


Casualty, Surety, Etc. 











1928 


Greatest Year in the History of 


THE COLONIAL 
over 500,000 re in force 


Insuring over 


One Hundred and Five Million 
Dollars 








We issue straight life, endowment, double 
indemnity and disability policies, thus af- 
fording protection for the whole family— 
children and adults—through our Industrial 





and Ordinary departments. 








A Strong and Efficient Organization Devoted 
to the Best Ideals of Life Insurance Service 


THE COLONIAL LIFE INSURANCE CO. 


of America. Home Office, Jersey City, N. J. 





BRANCH MANAGERS 
WANTED! 


Profitable Opportunities 
In Forgery Insurance Field 


The General Indemnity Corporation of America is 
expanding its Merit Rating Forgery Bond selling or- 
ganization. This company, chartered in 1914, the 
originator of Theft By Check Alteration policies, is 
appointing managers in over 50 of the largest cities 
in the country. To these managers a most attractive 
proposition is being made. 


Overwriting commissions on business already established. 

Overwriting commissions on busi being written by 
Present salesmen. 

Opportunities for profitable broker contracts. 

Splendid prospect lists and other home office cooperation. 

Liberal advance commission on bond applications. 

Office, stenographic service, stationery, advertising and 
selling helps furnished free. 
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High-class insurance men, preferably with forgery 
or casualty experience desired. Other connections 
may be maintained until volume of forgery insurance 
business justifies full time service. 


If interested in further particulars write, giving 
previous experience in selling insurance and particu- 
larly that in the forgery field. 


Address Manager, Forgery Bond Department 











General Indemnity Corp. of America 
P. O. Box No. 985, Rochester, N. Y. 














| GLOBE LIFE INSURANCE 
COMPANY OF ILLINOIS 


431 S. Dearborn St., Chicago 


WM. J. ALEXANDER 
Secretary 


POSE BARRY DIETZ 
President 


Successor to 


GLOBE MUTUAL LIFE 
INSURANCE CO. 


Incorporated 1895 


T. F. BARRY, FOUNDER 











~ HORACER. WEMPLE 











FIRE RE-INSURANCE 


DO 


Treaty and Facultative 


HOLAUADVGLSYUOENUSUEADSASEAT TENET 


Re-Insurance Corporation 


of America 
60 John Street, New York, N. Y. 


Secretary 


H.D. BURROUGH 


President 


TOTAL ASSETS $2,154,292.71 


TU 


DIVISION OFFICES 


Pacific Coast Department 


114 Sansome Street 
San Francisco, California 


Western Depariment 


172 W. Jackson Boulevard 
Chicago, Illinois 
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Aviation Insurance Still 
Experimental 


Actual Rates Vary Greatly 
From Figures Quoted By 
Company Official 





Losses Heavier This Year 





Underwriting Profits Cannot Be De- 
termined With Less Than Three 
Year Check on Results 





The other day a number of leading Eastern 
newspapers carried in their financial sections 
an interview with O. K. Hunsaker, secretary 
of the Aircraft Finance Corporation, in which 
he said that aviation insurance is rapidly reach- 
ing a position comparable to automobile in- 
surance and that the rates have been cut 
from an average of 27 per cent for fire, theft 
and collision to 6% per cent. 

Furthermore, he said, that it was now pos- 
sible to insure stunt fliers. 

The article in question was shown to several 
aviation underwriters and their comments re- 
quested. With one accord, they said that not 
only was Mr. Hunsaker overly optimistic over 
the outlook but that his figures were entirely 
wrong. 

In the first place, they pointed out, fire, theft 
and collision are not written as one aviation 
policy but each coverage must be issued separ- 
ately. The rate on collision insurance alone 
is higher than the 6% per cent given by Mr. 
Hunsaker. 

The collision rate varies from 7% per cent 
to 18 and 20 per cent. The lowest rate is 
quoted on pleasure planes which are not used 
frequently. Regular services, with daily flying 
schedules, pay the highest rate. Those flying 
over the East and the lowlands of the Middle 
West are given a lower rate than those flying 
over the mountainous sections of the West. 

The fire rate runs from 4 and 5 per cent 
to slightly over 6 per cent, depending mainly 
on the type of hangar used. Theft insurance 
varies from three-quarters to slightly over one 
per cent. 

Underwriters declare that aviation losses this 
year are running heavier than last year but 
that this is offset by the increase in premiums. 
They declare that the business is still too 
young to say whether it is proving profitable. 
They point out that it takes three years to 
determine whether a new agency is making 
money and that it will take somewhat longer 
to ascertain whether aviation insurance is bring- 
ing in a profit, especially with some forty 
or fifty new airplane manufacturers, some with 
approved ships and others manufacturing planes 
that are not approved. 

They also declare that they have been forced 
to feel their way along in the matter of rates. 
It is interesting however, to note that a num- 
ber of the companies are now codifying their 
losses and working up their own experience 
tables for future guidance in rate making. 
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At present, the largest number of losses are 
due to crashes with the second largest from 
fires. Theft losses, while occurring seldom, 
have also added to the claims. 

However, underwriters declare that the pros- 
pects in this new field are very promising. 
They are doubtful whether the near future 
will witness any central rating bureau, declar- 
ing that the volume of business is too small 
at this time to allow the companies to pay the 
added tax that a bureau would entail. Any 
formation of such a bureau, they assert, is 
something to discuss in the far distant future. 

As far as insuring stunt fliers, all of the 
companies declare that not only do they not 
issue coverage of this kind but that they do 
not know of any company that does. The 
business, they say, is so hazardous that they 
would be forced to make the premium so high 
as to insure the prospect being unable to 
take the policy. 


National Surety Appoints State Man- 
agers in Ala. and N. C. 

Executive Vice-President E. M. Allen of the 
National Surety Company, New York, today 
announced the appointment of L. A. Porter 
to the position of state manager for Alabama 
and manager of the branch office at Mont- 
gomery. Theodore S. James was appointed State 
manager of North Carolina. He will be assisted 
by William N. Smith and will establish his 
headquarters in Greensboro. Mr. James is past 
president of the Local Board of Charlotte and 
for the past several years he has been active 
with the North Carolina Association of In- 
surance Agents. 


Equitable Surety Appoints Agent 
The Manchester Insurance Agency, Inc., has 
received its appointment as general agents in 
Manchester, Vermont, for the Equitable Casu- 
alty and Surety Company, New York, Presi- 
dent John L. Mee announced today. The 
agency was organized in 1850. 





Capitol City to Write Casualty 

Jacob J. Shapiro, an executive officer of 
the Capitol City Surety Company, New York, 
announced today that his company had on 
July 1 received authorization from the State 
Department to enter the casualty field. The 
Capitol City Company will begin its operation 
in this, form of business soon. 

The election of officers and the appointment 
of a new board of directors will take place 
sometime this week, Mr. Shapiro declared. _ 

It is likely that plans for the recapitalization 
of the company will be completed the latter 
part of this week. 


Consolidated Enters Colorado 
Rolland R. Rasquin, executive vice-president 
of the Consolidated Indemnity and Insurance 
Company, New York, announces that the com- 
pany has received its license to do business 
in the State of Colorade. 
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Two “Protective Clubs” 
Halted by Court 


Property Owners Associations 
Were Engaged in Insuring 
Without State Sanction 


Three More May Succumb 





Superintendent Albert Conway Will 
Liquidate Companies When 
Orders Are Signed 





The affairs of two property owners and tax- 
payers associations organized in New York 
under the membership corporation laws have 
been taken over by the State Department of In- 
surance and will soon be liquidated. The allega- 
tions of State Insurance Superintendent Albert 
Conway that the organizations were engagey, itt 
the insurance business without being duly au- 
thorized by the State Department were recently 
upheld in the Supreme Court. 

The Landlords and Taxpayers Association of 
the Bronx, one of the organizations now in the 
hands of the State Insurance Department, has 
but $260 bank balance, while $2685 in unpaid 
claims is outstanding. The courts granted a 
motion for the liquidation of the Property 
Owners and Taxpayers Association of Brook- 
lyn when the company failed to appear against 
the State. The liabilities of this company 
amount to $1100, while the assets are approxi- 
mately $100. 

The associations have argued that their plans 
are the only ones under which a landlord or 
property owner can secure adequate protection 
without paying “exorbitant rates.” 

Decision was reserved in the case oi the 
Brooklyn Taxpayers Association when counsel 
for the defense asked the court’s permission to 
apply $24,000 of the association’s assets toward 
the organization of a $50,000 mutual organiza- 
tion, now being planned. Although decision 
was reserved in the case of the Interboro Tax- 
payers Protective Association, the testimony in- 
dicated that the motion of Superintendent Con- 
way will be granted. On July 8th the case of 
the National Taxpayers Association will be 
heard. 

The associations have been working under a 
club plan, with “members” paying “dues.” In 
return the members were given different forms 
of protection. In one instance the association 
agreed to protect its clients or members even up 
to the amount of $5,000 in liabilities incurred 
from accidents on the owner’s property. 

Other benefits afforded by the associations 
were “to secure and aid in securing the enact- 
ment of laws for the best interests of land- 
lords and property owners. To opose all legis- 
lation deemed injurious to the interests of land 
owners and taxpayers, and influence public 
opinion to that end. To secure a system of taxa- 
tion regulated on a fair and equitable basis for 
the best interests of the axpayers of the city 
and State of New York. 


Casualty, Surety, Etc. 
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Just After Its Year 


of Greatest Progress 


—this Company is establish- 
ing new records of produc- 
tion month by month. Splen- 
did opportunities in nine 
Pacific Coast and Rocky 
Mountain States for indus- 
trious men with good rec- 
ords. Direct Home Office 
contracts that give you all 
you earn. 


CALIFORNIA STATE LIFE 
INSURANCE COMPANY 


J. ROY KRUSE, President 
JAMES H. COLLINS, Supt. of Agencies 


Home Office: Sacramento 

















We have good policies. 
Kansas is a great State. 


Weneed good producers, and 
will be liberal in commissions 
and renewals. 


Write the 


American Home Life 


Insurance Company 


F. P. Metzger, President 


Topeka Kansas 
































This home is located in a town of six thousand 
inhabitants. 


Nine years and five months after its owner signed 
a fieldman’s contract with The Franklin, he wrote: 
‘*The grounds, house, and furnishings cost me $20,- 
000, and are being built with renewals. I have 
pledged my renewals to the bank and paid cash for 
wy home, and the Company is paying my renewals 
to the bank, liquidating this indebtedness.’’ 


We should like to add that this man’s renewals 
at the present rate are sufficient to pay off the in- 
debtedness in less than six years. This illustrates 
how one man made use of just one of the several 
outstanding advantages of his Franklin agency con- 
tract. 


THE FRANKLIN LIFE INSURANCE 
COMPANY 


Springfield, Illinois 
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SUCCESSFUL ANSWERS 
C. L. U. DEGREE QUESTIONS 


The Question and Answer Series of the Chartered Life 
Underwriters’ Examination published in five installments in 
THE INSURANCE FIELD, aroused such intense interest 
throughout the country that in response to the many re- 
quests from our subscribers, we have reprinted it in book- 
let form. 








32 pages, 6” x 9”, crammed with absorbing fundamentals 
of the life insurance business, including Life Insurance 
Salesmanship, Commercial and Insurance Law, Finance 
and General Educational features. 


This series does not purport to show perfect answers to 
each question, nor to indicate that the answers presented | 
were the best that appeared on any paper, but rather to give 
representative answers. Many of the questions and prob- 
lems involved the use of judgment on the part of the can- 
didate. Accordingly, no hard and fast solution could be 
expected. Credit was given for the reasonableness of a 
candidate’s answer and the intelligence with which he ap- 
plied his knowledge. 








Single copy $1.00, postpaid 


Discount on quantity orders 


Send Your Order to 


THE INSURANCE FIELD CO. 


P. O. Box 617 Louisville, Ky. 
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Auto Mortality Increases 


Survey Based on Figures from 78 Large Cities 
in United States Shows Startling 
Increase Over Last Year 


According to a report of the Department of 
Commerce, the total number of deaths from 
automobile accidents in 78 large cities of the 
United States during the four weeks ending 
June 15 was 602, a startling increase over the 
total number reported during the corresponding 
period of last year. Not all of these deaths 
occurred within the city limits but they are 
properly accredited to urban drivers because 
virtually all of those killed were victims of 
city traffic, the exact figures for this period in 
1928 show 506 deaths. The increase is 96 or 
nearly 20 per cent. Of the deaths this year 517 
were killed inside city limits. 

These 78 cities have an aggregate popula- 
tion of 32,993,635, according to the last esti- 
mate made, in 1928 The total number of 
deaths for the year ending June 15, 1929, in 
these 78 cities was 7798, an increase of 572 over 
the corresponding period ending June 15, 1928. 
This indicates a recent rate of 23.8 per 100,- 
000 of population, compared with 22.4 per 100,- 
000 the previous year. A mortality increase of 
6 per cent. 

Unless something is done to check this in- 
crease it will not be long before one resident 
of the population in every 4000 will be sacri- 
ficed annually to the Juggernaut of traffic. 


That the mortuary statistics due to traffic can 
be materially lessened by caution and regulation 
seems to be indicated from the fact that seven 
of these cities reported no deaths for the four 
weeks ending June 15, 1929. 


New York naturally leads with lethal toll of 
108, and yet these figures covering a four- 
weeks’ period are misleading unless population 
and a greater period of time are taken into con- 
sideration. In the fifty-two weeks ending June 
15 of this year, New York’s death rate from au- 
tomobile accidents was 18.5 per 100,000 popu- 
lation while Philadelphia was 27.1; St. Louis, 
21.5; Salt Lake City, 28.4; Wilmington, Del., 
26.6; Chicago, 24.7; and Camden, N. J., 31.2. 

The cities reporting no deaths at all for the 
four-week period were Albany, N. Y.; Kansas 
City, Kans.; Lowell, Mass.; Lynn, Mass.; New 
Bedford, Mass.; Omaha, Neb.; Rochester, 
N. Y.; Springfield, Mass., and Spokane, Wash. 
It will be noticed that four of these cities are 
in New England where traffic regulation is 
conceded to be more affective than in any other 
section of the country. 

The contrast between New York city and 
Camden, N. J., is noticeable. There is nothing 
like the congestion in Camden that there is in 
New York city and yet Camden exceeds New 
York by 8.9 deaths per 100,000 population in a 
single year. Summing up it may be said that 
the safest section of the country is New Eng- 
land. Even Boston with its narrow crooked 
streets and its population of more than three- 
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quarters of a million is more than twice as safe 
as Paterson, N. J., the comparative figures for 
a period of fifty-two weeks being 13.7 for Bos- 
ton and 27.1 for Paterson. 

There is not much choice to be made in West- 
ern and Northwestern States. Some of the 
cities show a relatively low and other markedly 
high rates according to this department survey. 

An interesting table accompanies the report. 
Taking four-week periods since May, 1925, it 
is shown that the total deaths from automobile 
accidents for 78 cities, regardless of place of 
accident, the lowest total, 346, appears for the 
four-week period ending March 27, 1926, and 
the highest 771, for the four-week period end- 
ing December 29, 1928. The numbers in the 
fifty-four periods of four weeks were as fol- 
lows: 


Four Weeks Ending 


June 15 1929...... 602 May 21, 1927.....: 530 
May 18, 1929....5.. 582 April 23, 1927.<.¢ 495 
April 20, 1929..... 528 March 26, 1927.... 441 
March 23, 1929.... 52 February 26, 1927.. 441 
February 23, 1929.. 466 January 29, 1927... 471 
January 26, 1929... 612 January 1, 1927.... 522 


December 29, 1928.. 771 December 4, 1926.. 632 


December 1, 1928... 738 November 6, 1926.. 676 
November 3, 1928.. 622 October 9, 1926.... 650 
October 6, 1928.... 623 September 11, 1925.. 558 
September 8, 1928.. 620 August 14, 1926... 499 
August 11, 1928.... 588 LS eee Se 482 
Tuly 14, 1928...... S16 Fume 19, 1926...... 547 
June 16, 1928...... 506 May 22, 1926...... 493 
May 19, 1928...... 537 April 24, 1926..... 423 
Ape 2). 1928... «: 530 March 27, 1926.... 346 
March 24, 1928.... 421 February 27, 1926.. 374 
February 25, 1928.. 504 January 30, 1926... 428 
January 28, 1928... 531 January 2, 1926... 550 
December 31, 1927.. 624 December 5, 1925.. 623 


December 3, 1927... 619 November 7, 1925... 612 


November 5, 1927.. 684 October 10, 1925... 527 
October 8, 1927.... 662 September 12, 1925. 521 
September 10. 1927.. 526 August 15, 1925... 467 
August 13, 1927.... 510 july 19, 1925.::.. 493 
Joly 16> 1927.....0« « S83 Tune 20, 1925..... 492 
June 18, 1927..... 507 paay 25, 3985... 421 


A careful study of the foregoing table shows 
that efforts to reduce the number of fatalities 
have not been highly successful. 











INTER-STATE BUSINESS MEN’S 
ACCIDENT ASSOCIATION 


Brown Bldg. Des Moines, Iowa 


Open Territory in 34 States 
Up-to-Date Policy Forms 
Liberal Commissions 
Carry an Accident Line with the 


oldest Accident and Health Com- 
pany of its kind in America. 


Gentlemen: 
Please send me details of your proposition 
te agents. 
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American Surety Adds More 
Forms of Casualty 





Announcement Comes With Alliance 
of New York Casualty 

New York, July 1.—Announcement was 
made today at the home office of the American 
Surety Company, 100 Broadway, of additions of 
other forms of casualty insurance to that com- 
pany’s lines of fidelity and surety bonds and 
burglary, forgery and plate glass insurance un- 
derwriting. 

The time of this announcement coincides 
with the date for the consummation of the re- 
cently announced affiliation of the New York 
Casualty Company with the American Surety 
Company. 

In insurance circles particular interest is at- 
tached to the increased lines of the American 
Surety in view of the fact that the company 
will thus afford additional opportunities to its 
15,000 agents in the promotion of these new 
lines. The present agency structure of the 
company, built up during the past forty-five 
years, includes forty branch offices and six ser- 
vice branches advising and assisting in the 
work of the large agency force. 


McConnell With Southern Surety 


Douglas McConnell, formerly associated with 
the Continental Casualty Company, Chicago, 
Ill., has been appointed assistant superintendent 
of production, fidelity and surety lines, of the 
Southern Surety Company, New York. 


SOUTHERN SURETY 
CO. OF NEW YORK 


General Offices 
| 9th & OLIVE STS. ST.LOUIS, MO. 








Admitted Assets 


$11,500,000.00 


We Solicit and Write: | 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Automobile and Burglary 
Insurance. 

















Let the Southern Serve You | 








Casualty, Surety, Etc. 























Provident “Mutual 
Life Insurance Company of Philadelphia 


Founded 1865 





















100 William Street 











New York UNDERWRITERS — | 
INSURANCE COMPANY 


GAFPITAL $8.000.000 


A. & J. H. STODDART, General Agents 


= ° - New York City 

















FIRE - AUTOMOBILE - WINDSTORM 
BUSINESS INTERRUPTION INDEMNITY 
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Company’s Home 
Office Building 
100 Broadway 

New York 








Forgery & Check Alteration Insurance 


“SEE THE ‘AMERICAN’ FIRST” 


AMERICAN 
SURETY 
COMPANY 

of NEW YORK 


Fidelity and Surety Bonds 
Burglary Insurance 


Plate Glass Insurance 























A GROUP OF 


Life Insurance Leaflets 


The Spectator Company offers for sale to the life 
insurance community the following attractive and 
compelling leaflets. Each one is full of emphatic 
arguments on the benefits of life insurance and makes 
direct appeal to both men and women in all walks 
in life. These leaflets are sure producers of good 
business results. 

Prices at which the leaflets can be supplied: 
Robbing Yourself. 

Showing the Advantages of Saving vs. Wasting. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Take Notice. 
Emphasizing the importance of paying premiums 
promptly. 
Per 1,000, $20; per 500, $12; per 100, $3. 
The Unexpected Always Happens. 
It is like reading news from the seat of war to read 
the list of victims of sudden death and accident. 
This leaflet can be used to advantage by agents 
of both life and accident insurance companies. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Are You a Woman? 
If so what do you do with your money? 
Per 1,000, $20; per 500, $12; per 100, $3. 
Too Busy. 
An effective reply to the claim often made of 
being too busy to consider life insurance. 
Per 1,000, $20; per 500, $12; per 100, $4. 
Caution to Policyholders. 
A strong and lucid argument for keeping policies 
in force. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Up Against It. 
Forcibly illustrating the misfortunes of many 
former well-to-do capitalists and business men. 
Per 1,000, $10; per 500, $7; per 100, $2. 
It Helps You Along. 
A strong appeal to the uninsured and the under 
insured. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 
What Holds You? 
Sets forth the advantages of life insurance agency 
work as a career for young men. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 
A Legacy For You. 
Unique life insurance leaflet in which Limited 
payment endowment and income insurance are 
presented in a novel way. Fine business getter, 
Per 1,000. $20; per 500, $12; per 100, $3. 

On leaflets selling at $20 per thousand, the inscrip- 
tion of company or general agent will be printed 
without extra charge. On leaflets selling at less than 
$20 per thousand $5 extra will be charged for inscrip- 
tion. Sample copies of any or all these leaflets will 
be sent on receipt of ten cents each. 

Mail 90 cents and sample copies of the whole 
series (10 leaflets) will be sent to you. 


THE SPECTATOR COMPANY 


CHicAGo OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 
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Indemnity Co. of America Has No 
Running Mate 

According to a St. Louis, Mo., news dispatch 
printed in the June 27 issue of THE SPECTATOR, 
the new owner of the Indemnity Company of 
America intended to make it a running mate of 
the Central Surety and Insurance Corporation. 
In a letter sent out to the agents of the latter 
company, Fred W. Fleming, president, explains 
that the indemnity company will be run as an 
entirely separate enterprise and that it is in no 
way connected with the Central Surety and In- 
surance Corporation. The letter follows: 


To Our Agents: 

The newspapers and insurance journals with- 
in the last few days have carried accounts of 
the purchase of the Indemnity Company of 
America by F. W. Fleming, president of Cen- 
tral Surety. Many of these articles have stated 
that the Indemnity Company of America is to 
be operated by the management and employees 
of Central Surety and is in fact to be conducted 
as arunning mate. Such statements are wholly 
erroneous. 

The stock of the Indemnity Company of 
America was my personal purchase and has no 
relationship whatever to the management or 
operation of Central Surety. Neither through 
affiliation nor financial relationship is there the 
slightest tie-up or connection between the two 
companies, and the energies of the operating 
staff of Central Surety will not be diverted or 
in any wise have connection with the opera- 
tion of the Indemnity Company of America, 
nor will any member of the present Central 
Surety staff become a member of the Indemnity 
Company’s operating staff. 

The fact that I am president of Central 
Surety and at the same time, owner of the In- 
demnity Company of America, is not to be 
permitted to affect the independent operation 
of Central Surety in the slightest degree. It 
will be conducted as heretofore with exactly 
the same policy and the same management and 
without affiliations of any character other than 
the usual contractual relationships relating to 
the sources and production of the business. 

Frep W. FLEMING. 


Standard Surety Will Develop North- 
ern Half of Illinois 

Superintendent of Agencies, Stanley May- 
nard, of the Standard Surety and Casualty 
Company, New York, this morning announced 
the appointment of Rollo, Webster & Co., of 
Chicago, as general agents. A. F. McCarthy, 
who was recently appointed to head the casualty 
and surety department of the agency, says he 
will develop the northern half of Illinois. 


Stephan’s Organization Complete 

C. J. Stephan, manager of the New York 
branch of the Metropolitan Casualty Insurance 
Company, New York, has announced the ap- 
pointments of James M. Farrell as superinten- 
dent of production in the contract bond de- 
partment, and Walter A. Reinig, superintendent 
of the plate glass department. These two ap- 
pointments practically complete the organiza- 
tion under Mr. Stephan’s direction. 


—The Consolidated Indemnity and Insurance Com- 
pany, New York, has received its license to do busi- 
ness in the State of Arkansas. 
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Russian Firms’ 
May Soon be Allocated 


More Than Five-Million Left 
When American Claims Were 
Paid Now in Insurance Dept. 


Superintendent Wants Control 








State Attorney General Seeks to Have 
Monies Transferred to Comp- 
troller’s Hands 





Recent developments in the Supreme Court 
action regarding the allocation of more than 
$5,000,000 in surplus funds of the American 
branches of five Russian insurance companies, 
liquidated about a year ago, point to a speedy 
termination of the long legal proceedings 
brought about by State Attorney General Ham- 
ilton Ward, who is represented by Deputy At- 
torney General Joseph C. H. Flynn, assigned 
to insurance. Mr. Flynn is endeavoring to have 
the funds placed under the care of the State 
Comptroller or the State Department of Finance 
and Taxation. He is being opposed in this by 
State Superintendent of Insurance Albert Con- 
way, who as liquidator of the companies now 
holds the purse strings to the millions of dol- 
lars. Mr. Conway, himself an able lawyer, 
suggests that the monies remain in the State 
Insurance Department until such time as the 
United States recognizes the Russian govern- 
ment, and then, when just claims are made and 
proven justified, return the funds to the right- 
ful owners. In no event, whether the money is 
controlled by the State Insurance Department, 
the State Department of Finance and Taxation, 
or the State Comptroller, will the money be 
handed over to the former directors of the 
companies, except in return for their pro rata 
stock holdings. 


Deputy Attorney General Flynn, in briefs 
submitted to the Supreme Court contends: 
“That since the Superintendent of Insurance 
cannot ‘hold these surplus funds indefinitely’ 
and since the Superitendent of Insurance can- 
not ‘hold these funds in perpetuity’ and 
since it was the purpose of the People of the 
State of New York to allocate to each depart- 
ment of State Government its proper functions, 
and since the Superintendent of Insurance is in 
no sense the control officer of the State of New 
York, and the Comptroller is, and since the De- 
partment of Taxation and Finance is the proper 
depository for funds in the control of the State 
of New York, and for which the State of New 
York is responsible, that the surplus remaining 
at the termination of the liquidation be trans- 
mitted by the Liquidator to the Comptroller or 
the Department of Taxation and Finance of 
the State of New York, there to remain sub- 
ject to the further order of the Supreme Court 
of the State of New York, and that each and 
every person, stockholder or otherwise, having 
or asserting a claim to these funds or any por- 
tion of them, be permitted to maintain an action. 


Surplus 
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Equitable Life and Accident Elects 
Former Governor as President 
Franxrort, Ky., July 2.—The directors of 
the Equitable Life and Accident Insurance 
Company of Louisville, Ky., this week elected 
former Governor William Jason Fields as presi- 


dent of the company. Governor Fields will 
continue to practice law but will devote much 
of his time to the insurance company. He suc- 
ceeds J. W. Bain who will develop the company 
throughout the State. Mr. Bain has been presi- 
dent of the company since it was organized six 
years ago. The election of Governor Fields as 
head of this company is regarded a ten strike 
for the company as the ex-governor is not only 
a good business man but a fine salesman. He 
was formerly salesman for a large eastern 
Kentucky grocery company before entering poli- 
tics, his first office being to Congress from the 
Ninth Congressional district. He is an ex- 
ceedingly good executive and is very popular. 
With the governor at the head of the company 
its success is regarded assured. 


Officials’ Interest in County Surety 
Bonds Is Prohibited 

Mitwavkeer, Wis., July 1—The Milwaukee 
County Board of Supervisors have introduced a 
resolution providing that all surety bonds on 
county projects be accompanied by an affidavit 
to the effect that no county officials have an 
interest in the bonds. 


Fleet Coverage Only for Owner 

Cotumsus, O., July 1—The practice of insur- 
ing the private automobiles of employees under 
their employers fleet insurance coverage is in 
violation of the Ohio anti-rebate laws, ac- 
cording to a recent court decision handed down 
by State Insurance Superintendent Judge C. S. 
Younger. 











Able and conscientious 
agents whose aim is to build 
a lasting business appreciate 
the customer-satisfying serv- 
ice of the 


MASSACHUSETTS 
BONDING and INSURANCE 
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T. J. FALVEY, President 
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Aetna Fire Insurance 


Conning & Co., Hartford............ 705 715 

Lewis & Co., Hartford.............- 705 715 
Aetna Life Ins. Co. 

Conning & Co., Hartford............ 1270 1280 

Lewis & Co., Hartford. ..:..<'...s00. 1270 1285 
Automobile Insurance 

Conning & Co., Hartford............ 565 580 

Lewis & GCo., PIGQtHlore sone. cc pecs 555 ewes 
Conn. General Life 

Conning & Co., Hartford............ 2300 sean te 

pe AY eG err 2275 2375 
Hartford Fire 

Conning & Co., Hartford............ 1010 1025 

Lewes & Go., Tattiotd, 0.6.0 cccscss 1005 1020 
Hartford Steam Boiler 

Conning & Co., Hartford............ 790 800 

Lewss & Co., Hattlord. «oo... cciscceces 790 810 
National Fire 

Conning & Co., Hartford............ 845 850 

Lewis & Co., Tattlotdls . <0 scc cccees 840 855 
Phoenix Insurance 

Conning & Co., Hartford (rights).... 985 1000 

Lewis & Co., Hastlord.....ccsccsces 980 995 
Travelers Insurance 

Conning & Co., Hartford........... 1920 1935 

Lewis: & Co., Battloeds. .o6cccccccces 1930 1950 


Union Central Meeting 


(Continued from page 7) 


introduced to the assembly by the chairman. 


Loren Hord responded for the new mana- 
gers. He introduced Lynn Johnson of Minne- 
apolis who entered the Union Central agency 
there only four months ago and has written 
more than two million in applications since that 
time, more than one million having been settled 
already, the balance being “still in the mill.” 
Johnson and Hord had previously issued an 
open golf challenge to any other two members 
of the agency force. Hord announced that 
the only response was from Howard Cox, 
secretary of the company, and Harry Steele, 
manager at Omaha, Nebraska, who offered to 
caddy. 

Without doubt the most popular address 
given at the convention was that of Mrs. D. H. 
Ward, wife of a well known member of the 
New York agency. “A Life insurance Partner- 
ship” was her subject. “It is just as reasonable 
to expect a fighting man in the trenches during 
war to win a battle without the assistance of 
those behind the lines as it is to expect the 
life insurance agent to make a success of his 
work without the help and sympathy of his 
wife,” said Mrs. Ward. “It takes seven men 
behind the lines during war to keep one fighting 
man in the trenches and courage alone does 
not win in no man’s land. Just as great as 
the need for food and equipment is the need 
for a high morale both in the case of the 
fighting man and of the life insurance agent. 
It is here that the wife’s part comes in. It 
is up to her to see that her husband is well 
fed and equipped and started out each morning 
with a high morale before he goes over the 
top. The wife plays the part of the seven 
men behind the line. 

“I do not believe that a man can success- 
fully carry on this business without his wife’s 
wholehearted support. By that I mean her 
moral and sympathetic understanding of his 
problems. These problems are not ordinary 
ones, they are not altogether material, they 
are human and it is here that a woman with 
her intuition, her sympathy, can do much. 

“IT have heard my husband say that a partner 
is responsible by law for the acts of the firm. 
If, therefore, the wife isn’t giving her help 
to her partner, isn’t she, according to the law 
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Lee D. Hemingway, president of the Pittsburgh Life Underwriters’ Association, (left) 
congratulating H. T. Burnett, manager of the Western Pennsylvania Department (right) 
and Vice President E. G. McCormack of the Reliance Life Insurance Company of Pitts- 
burgh (center) upon winning the first silver cup ever offered for material contribution 


to the advancement of the association. 


Hemingway, who donated the trophy, presented 


it yesterday at a luncheon of the association in the Fort Pitt Hotel. 


of business, responsible in part for the failure 
of her husband? 

“T have often wondered how an agent can, 
day after day, preach the unselfish doctrine 
of protection to others when night after night 
he sees his own wife indifferent and some- 
times hostile to the very thing which he be- 
lieves in so sincerely.” 

She pointed out that the life insurance pro- 
fession is not-an easy one. The agent plays 
the part of preacher, dramatic actor, and even 
sometimes that of a true comedian. If the 
wife is to play her part in overcoming these 
problems she must try to learn what these 
problems are, she must know something about 
the life insurance business. 

(Further report, together with President 
Clark’s address, will be printed in next week’s 
issue. ) 


New York Managers Organize 
(Continued from page 7) 

low: Vice-President, E. G. McWilliam, Penn 

Mutual; secretary-treasurer, Louis A. Cerf, Jr., 

Fidelity Mutual. The following standing com- 

mittees were elected, to deal with the principal 

objectives of the organization : 

Committee on rebating: Ralph Engelsman, 
Penn Mutual, chairman; Harry Gardiner, John 
Hancock; T. R. Fell, Massachusetts Mutual; 
S. S. Voshell, Metropolitan; W. F. Atkinson, 
Northwestern Mutual. 

Committee on twisting: James E. Flanigan, 
Bankers Life, chairman; Peter M. Fraser, Con- 
necticut Mutual; Charles E. Knight, Union 
Central; J. C. McNamara, Jr., Guardian Life; 
H. Arthur Schmidt, New England Mutual. 

Committee on proselytizing of agents: Horace 
Wilson, Equitable Life, chairman; C. E. Deong, 
Mutual Benefit; Warren Diefendorf, Mutual 


Life; Edgar T. Wells, National Life; L. H. 
Andrews, Phoenix Mutual. 

Committee on misleading comparisons: J. 
P. Graham, Jr., Aetna Life, chairman; Graham 
C. Wells, Provident Mutual; Robert Van Alst, 
Jr., Berkshire; J. H. Waldman, Columbian 
National; R. Willis Goslin, Prudential. 

Committee on membership: W. R. Collins, 
Travelers, chairman; Robert Kedrich, New 
York Life; John Scott, Home Life; A. P. 
Woodward, Connecticut General; R. L. Jones, 
State Mutual. 

In accepting the office of president, Mr. 
Myrick said that while this organization is an 
outgrowth of the executive committee of the 
Life Underwriters’ Association, it will have 
no future affiliations with the Life Under- 
writers’ Association, but will function entirely 
as a separate organization. Thus, there will 
be no possibility of a conflict between the two 
associations. 


Group Contract Averages $3500 per 
Employee 

A program of group life and total and per- 
manent disability insurance for a volume of 
$3,630,000, has just been installed for the em- 
ployees of W. & J. Sloane of New York, fur- 
niture dealers and interior decorators, by the 
Equitable Life Assurance Society. The under- 
writers of this program of group insurance, re- 
port enthusisastic acceptance on the part of 
employees; 1026 of whom are now insured at 
an average individual coverage in excess of 
$3500. Amounts varied from a minimum of 
$1000 to a maximum of $10,000. One hundred 
and fifty-six employees of the New York store 
subscribed for the larger amount. 

It is expected that this insurance will soon 


exceed the $4,000,000 mark. 
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Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
Representing 








Actuarial 





Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 


Audits Calculations Consultations 
Examinations Valuations 


28 CHURCH STREET NEW YORK 


MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 


WOODWARD, FONDILLER and RYAN 
Consutrine AcTuarizs 

Insurance ACCOUNTANTS 

Harwood E. Ryan 
Richard Fondiller 
Jonathan G. Sharp 


75 Fulton St. 
New York 


Actuarial 


Independent Adjuster 





GEORGE B. BUCK 
ACTUARY 


Specializing in Employee's 
Benefit and Pension Funds 


25 SPRUCE ST. NEW YORK 


JNO. A. COPELAND 
Consulting Actuary 


Suite 1027, Candler Bldg. 
ATLANTA, GEORGIA 


ERSTON L. MARSHALL 


CONSULTING ACTUARY 
919 Hubbell Building 
DES MOINES, IOWA 


T. J. McCOMB 


CONSULTING ACTUARY 


Colcord Bldg. OKLAHOMA CITY, OKLA. 























DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 


FRANK M. SPEAKMAN 


Consulting Actuary 
Associates 

Fred E. Swarts, C. P. A. 

W. L. Clayton 

B. P. Higgins 


THE BOURSE 





PHILADELPHIA 
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JAMES H. WASHBURN, F. A. I. A. 
Consulting Actuary 
LIFE INSURANCE — ed ig Intermediate, 
uP, ers and Special saaeee es 
WORKMEN’S COMPENSATIO 
Expert Advice on Domestic, Teopledl and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
420 LEXINGTON AVE. NEW YORK CITY 
Room 101 Memorial Bldg., Nashville, Tenn. 





L. A. GLOVER & CO. | 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 











ADJUSTERS & APPRAISERS 
LIMITED 
Incorporated 1914—Dominion Charter 
Claim Adjusters fer Insuranee Companies 
UNDER ALL POLICIES 


HEAD OFFICE: 485 St. John St., Montreal. 
Telephone Main 3300-2607 


BRANCH, OFFICE: 11 Mountain Hill, Quebec City 


NEW EDITION 


THE COST 
OF DYING 


By WILLIAM T. NASH 


Including the Federal Estate Tax 
Law of 1926 


This well-known leaflet has been the 
means of closing many ‘“‘hopeless” cases 
for large amounts. Agents attest its 
usefulness. It helps sell big policies, 


THE COST OF DYING 


proves the need for life insurance to 
protect the estates of those of moderate 
means, as well as men of wealth. 
A difficult prospect, after reading 

THé COST OF DYING 


said: ‘‘No agent - earth could sell me life insur- 
ance, but I am oer | to our a eoue? just the 
same”; and he up for $75. 

USE IT AND PROSPER! 


PRICES: 


Orders tor single copies must be prepaid. 


Please remti by money order or bank draft 
on New York, to avoid exchange charges. 
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128 North Wells Street, Chicago 
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HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT. President 
INDIANAPOLIS 


Kansas City 


Omaha 


SIDNEY H. PIPE, 
Fellow, Actuarial Society of America, 
Fellow, American Institute of Actuaries, 
Associate, Be gy Institute of Actuaries. 
MAJOR E. S. ALLEN, D. S. 
Associate, fit. Society of America. 


PIPE & ALLEN 


Consulting Actuaries 














| 4711-1712 Metropolitan Bidg., Toronto, Ont. 








SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


1131 Candler Bldg. ATLANTA, GA. 








R. M. MESSICK 
Consulting Actuary and Adjuster 


Flatiron Building 
DENVER, COLORADO 








| CHICAGO 


PUBLICATIONS 
OF 


C. & E. LAYTON 


The undersigned are sole 
agents in the United States for 
the old established publishing 
house of Charles & Edwin Layton 
of London, England, whose long 
list of publications on fire, life, 
marine and other branches of in- 
surance embrace the most valu- 
able and standard treatises on 
these subjects. 

Send Ten Cent Stamp for 








Catalogue 
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